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Career A gents 


We take pride in the steady development of career 
agents in our field organization, as shown below. The 
table shows the percentage of increase in the number 
of members in each Production Club during the past 


two “Agents’ Years,” each ending May 3st. 


Increase Increase 
Agents’ Year Agents’ Year 

°41 over *40 °42 over '41 

Half Million and over Club 74%++ 200%-4 
Quarter Million Club 39% + 70%o+ 
Hundred Thousand Club 16%+ 20%-4 


THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


Organized 1857 
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THE FActs aBout Wood 





AS AN ALTERNATE FOR STEEL 


NO PRIORITY NEEDED 


Visible Records 


KARDEX ADMINISTRATOR 
KOLECT-A-MATIC ADMINISTRATOR 
KARDEX TABLE STAND 

SPEEDAC RACK 
BOOK UNITS & CABINET 


Vertical Records 


GUARDSMAN FILING CABINETS 
STEEL-SAVER TRANSFER CASE 
LEDGER TRAY AND BASE 


Office Furniture 
DESKS, CHAIRS, TABLES 


You may now acquire Remington Rand record keeping 
equipment in wood as well as steel. To a limited extent, 
you still have a choice—depending upon your position as a 
producer of war materiel. 

But choice, today, means something more than stating a 
preference. If you use steel when an alternate material will 
serve just as well, you’re cheating a fighting man. If you 
refuse alternate products merely because you prefer steel, 
you are neglecting your responsibility to maintain record 
efficiency today—when you need it most. 

Here, then, are the facts about Remington Rand’s new wood 
alternate record keeping equipment— facts which may help 
you to better understand that “efficiency as usual” need 
not be sacrificed while steel goes to war. 


THE FACTS 

Correct Ly Usep, the word alternate 
means equivalent when applied to 
Remington Rand’s Administrator 
line of visible records and Guards- 
man line of wood filing cabinets. 
These quality products are not sub- 
stitutes—are built for permanent rather 
than duration use. 
WHEREVER PRACTICABLE, Remington 
Rand’s wood equipment has been 
designed to match existing installa- 
tions of steel units. Thus, your 
present equipment can be added-to 
without effacing uniform appearance 
or performance. 


) 


KARDEX ADMINISTRATOR cabinets, and 
Kolect-A-Matic Administrator wood items, 
are available in a wide variety of sizes- 
can be adapted to conform to any require- 
ment. As always, you can custom build 
for your exact needs with standard equip- 
ment. There are no changes in control 
features—nothing is changed but the 
steel. 


GuARDSMAN WOOD FILING CABINETS are 
available in two, three, four and five drawer 
heights, with substitute drawers to accom- 
modate 6x4 or 5x3 cards. A special 18-tray 
Tabulating Card Cabinet, and a six-drawer 
unit to house 8x5 cards, are being fur- 
nished—all as stock items. 


ACCEPT THIS FREE OFFER 


We have prepared two colorful new cata- 
logs, complete with prices, illustrating and 
describing the full Remington Rand line 
of wood record equipment. One covers 
Vertical filing equipment—the other, 
Visible. You may have either or both of 
these free buyer’s manuals merely for the 
asking. Write today to Remington Rand, 
Buffalo, New York,—or drop in at your 
local Remington Rand branch office. You'll 
receive your copies promptly. No obli- 
gation, of course. 


WOOD EQUIPMENT BUILT FOR Permanent USE 


Designed to facilitate every factor in Punched-Card 
Accounting routine, this tabulating card cabinet will 
ho'd more than 70,000 cards complete with guides! 
Every “drawer” is a tabulating-wise individual tray. 
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War-important Kardex, now in use by 80% of all 
Navy “E” winners as a production control record, is 
available in wood without priority. Control features 
are unaltered—nothing’s changed but the steel. 
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The Guardsman File recently passed a gruelling run 
of 300,000 effortless drawer actions by actual labora- 
tory test! It’s formed from wood and plastic slide 
suspension reinforced on moving parts with steel. 
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Month 1940 1941 1942 1940 1944 ras ’ 
. shoul: 
(000 Omitted) aiibe: 
Ordinary Insurance sectio 
UT IN YOUR LANGUAGE, a good risk takes on a special Jan. .... $ 404,723 $ 410,922 $ 786,457 
Ta a a ’ BORER, «wai 397,891 408,953 473,926 
significance. It means “the tops” —and that’s what gana 439.506 455.226 413898 36 
Hotel Pennsylvania has proved itself to be for people Ages <5. 448,548 463,069 361,239 3.2 
in the i busi ; ae 438,951 458,871 350,973 5 
ee ee '  |June 12) 419750 449/534. 356,470 7.1 
First off, the location is ideal. Hotel Pennsylvania $2,549,369 $2,646,575 $2,742,963 38 
is opposite Pennsylvania Station, right in the heart 
of Manhattan, just a walk from many of your busi- ;, ey ha od nee 408 > 
: . a TMM «ns Gidie ‘ 26,45 $ ,82( : Ark. 
ness calls. If you prefer to a busses and sub- aoa 96 166 126402 87 ca 
ways are right outside the door! |S otal 38.5 148,978 140,735 7.5 i 
ae 35,852 147,462 139,022 8.5 Del. 
“Chen, there’s the famous Statler service. And may as 922 151,391 141,378 6.7 z C. 
’ < ' Fie Sal June ... 3 135,633 129,863 58 — 
brother, that’s total coverage! Dozens of extra services 4 o 
are no farther away than your telephone—all around $782,887 $846,088 $797,310 Jd i. 
the clock! bi a.. 
Group Insurance Kan, 
~ e - Ken. 
Then, there’s the Hotel Pennsylvania fun. Right in Jan. .... $134,507 $ 35,063 $ 49,076 . WW. -. 
: oe: . see 38,120 43,240 50,231 13. Y Me. . 
our charming Café Rouge, you can dance to the na- * ciara 37.556 41992 97'826 33. Md. . 
tion’s finest dance music. (Right now we have Glen ae 39,800 51,096 124,823 e J roy 
a cnn Nee : : sl may ... 44,869 46,765 87,773 : , Minn. 
pied - his Casa Loma Orchestra) And the food i: famne- .<. 48.946 62.977 161 061 55 Miss 
delicious: $343,798 $281.133 $570,790 103.0 Mont 
I+), 9261, 15. DI/U,/ q J. Neb. 
Then, there’s the matter of rates. Wait till you see 2 a 
the large, airy, comfortable room you can get at cone — a aia ; N. [ 
at . "OLl Vou? TA ses @ Ohne $ 572,443 $ 955,35 : 66. N. MM 
Hotel Pennsylvania for as little as $3.85! You'll agree = abla 561.237 588'350 650649 4. 10.6 X.Y 
with hundreds of other insurance people who say, Mar. ... 615,607 646,196 652,459 i 1.0 ND 
“If you want to spend a few comfortable days in Man- _ tee Saeae ovens oan \ a Okie 
. s . had May ... ° 24,02 ISU, . . : oO 
hattan, Hotel Pennsylvania gets an A-1 rating! fone... 596,927 648,144 647 394 a Penn 
$3,676,054 $3,773,796 $4,111,063 2. 8.9 eS 
ag 
ex 
Utah 
vt 
— HE Life Insurance Sales Research Bureau of Hart- oF 


| 4 ford, which reports Ordinary insurance only, gives § W: 
HOTEL PEN NSY LVA N 1A ‘ ratios for June of 78% of June, 1941 and for the year J Wyo 
to date 104% of the same period of last year. Us 
JAMES H. McCABE} General Manager The Bureau also presents an index figure showing a een 
THE STATLER HOTEL IN NEW YORK comparison of the current month or year to date period 


with the average sales for the corresponding month or 
period during the five years 1937-1941. This index fig- 
ure for June is 81% and for the year to date 103% of Cit 
the periods indicated. Prior to the time the Bureau J (ye:' 


adopted an index base, the Alfred M. Best Company § five’ 
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SALES 


had been using a comparison of its own for average 
purposes and this was based on the period 1933-1937. 
There seems to be no reason why we should have two 
index figures so with this edition of the Life News we 
are discontinuing the comparison to our own average 
hase and henceforth will show only the comparison 
based on the Bureau’s figures. For those who are in- 
terested, the June figure of the Bureau when compared 
to our own base was 74% and for the year to date 96%. 


A very interesting section of the Bureau’s release 
covers production information on a geographical basis 
and includes ratios for the larger cities. These figures 
should be of particular interest and value to life under- 
writers as being an indication of the trend within the 
sections mentioned. 


Ordinary Sales by States 
(000 Omitted) 


JUNE 1942 YEAR TO DATE 
atios Ratios 
"4241 Index "4241 Index 
Sales All All Sales All All 
Volume Cos. Cos. Volume Cos. Cos. 
$ 4,625 79% $ 33,108 102% 106% 
947 : 8,079 93 92 
2,463 7 5 107 108 
33,367 7 2,22 113 116 
3,790 75 7 28,25 98 91 
9,917 f 8 72, 106 113 
1,367 yl 102 105 
97 96 
89 94 
98 103 
108 99 
102 97 
102 106 
98 100 
113 113 
107 114 
106 101 
113 
111 116 
104 
105 
04 
94 
110,904 104 
10,302 i 92 
36,183 
2,961 100 
15,254 122 
159,423 5 
6,530 97 
$29,732 
48,899 
9,029 
218,393 
44,926 
30,890 
284,598 
26,779 
25,712 
9,928 
R4 49,682 
69 154,923 
108 17,714 
82 7,790 
80 51,423 
111 61,126 
82 28,063 
87 80,071 
67 5,261 
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TOTAL... $463,325 78% 


! omitted.) 
City Data 


; Year 

Cit Month to Date City 
Bostor 73% 104% Los Angeles .... 
Chica yi 77 98 New York ..... 
Cleve ia 75 98 Philadelphia .... 
Detroit 97 St. Louis 


Year 
Month to Date 


AUGUST 1, 1942 
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What is SP-8 


—a new bomber? 


—a submarine? 
—a secret service operator? 


NO! 


SP-8 is a letter—a Sales Promotion Letter we call 
it—which Bankerslife Home Office mails to prospects 
selected by Bankers/ifemen and which has a record for 
inquiries and signed applications which we think is 
worth doing a little crowing over. 

For instance, we'll take the 12 months ending De- 
cember Ist: 


We mailed 59,414 copies of SP-8 to prospects sent 
in by salesmen. 

We got back 1,159 inquiry cards which were sent 
along to salesmen. 

That’s a return of 1.95 per cent! 

Bankerslifemen wrote 131 applications on those 
inquiry cards. 

That’s 11.3 per cent! 

Those 131 applications involved a total of $366,- 
700 in life insurance. 

That’s an average application of $2,800! 
Following up SP-8, Bankers/ifemen wrote 414 
applications on recipients of the letter who did 
not bother to mail the inquiry card. 

Those 414 applications totalled $1,027,870. 
That’s an average application of $2,475! 

Grand total for the year—545 applications for 
$1,394,570. 

That’s an average application of $2,500! 


Year after year, since 1936, SP-8 has been performing 
in similar manner for Bankers/ifemen. 

And SP-8 is only one of more than two dozen Sales 
Promotion Letters and Sales Promotion Mailings 
which are available—without charge—to Bankers Life 
salesmen. 


BANKERS LIFE 
DES MOINES COMPANY 


Established 1879 











WELL, wHAT IS art THE 


End of the Rainbows? 


In the fairy tales there’s always a pot of gold. But since gold is no 
longer legal tender, what good is a pot of it? 


For scores of veteran Franklin representatives there has been something 
far more satisfying than a mere pot of gold. At the end of their rainbows 
there are homes of their own (without a mortgage) educations for their 
children (paid for) and a nice balance in the bank (cash), not to speak 
of ample insurance programs for their wives or for their own old age. 
Yes, and a lot of War Bonds, too! 


If you yearn for a modern rainbow, with its pot of gold translated 
into all these dreams-come-true, inquire about a Franklin Direct-with- 
the-Home Office contract. Don’t just be jealous of these Franklin men 
—and their rainbows. 


FRANKLIN LIFE 223" 
COMPANY 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 188% 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 
Insurance in Force Exceeds $230,000,000.00. 


BEST'S LIFE NEWS 
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*** Cur readers will note the re-arranged format em- 
ployed for the first time in this issue of the Life News. 
We hope that the changes have improved its appearance 
and readability, at least that was the intention when 
revisions were being discussed. Larger type and an 
improved style of spacing have been used more gen- 
erally than heretofore and several new features are 
included. Please feel free to criticize, and to suggest 
changes—your comments will be of assistance. Each 
month, in The Editors’ Corner, we shall try to visit 
a few minutes with you for the purpose of general 
comment and to outline the salient points in the current 
edition. 


*** Tabulations of the Leading Life Insurance Com- 
panies ranked by assets, volume of insurance written 
and insurance in force, and a table of cumulative results 
for assets and insurance in force, are included in this 
edition on page 10. There are no striking changes in 
the rankings except those which were brought about 
through large writings of group insurance. Group life 
insurance enjoyed a record year in 1941, showing an 
increase for all companies of $2,250,000,000, bringing 
the total in force to $18,500,000,000 as of December 
3lst—see also page 27. 

eee “Keep The Weeds Down” is an article (on page 
15) that we feel should be carefully read by all wide- 
awake life underwriters. It represents a scientific study 
of the national income by income levels and consumer 
units ; that is, it provides important hints as to who has 
the money to buy (anything, including life insurance) 
and in what amounts. It is made available to our 
readers through the courtesy of the Fidelity Mutual 
Life Insurance Company's agency magazine “Field 
Man,” and the Curtis Publishing Company, which con- 
ducted the survey. The conclusions contained in this 
article are not those of haphazard thought. 


AUGUST I, 1942 


AUGUST, 1942 


**x*x The entire nation today is war-minded and many 
of us are interested as to what the life insurance indus- 
try is doing to aid the nation’s war effort. In a very 
brief editorial entitled “War Trends of Life Insurance,” 
based on statistics of the Institute of Life Insurance, 
(on page 13) will be found a few of the answers to 
this question. A total of $1,231,000,000 of government 
bonds was purchased during the first half of this year 
by American life insurance companies; it is expected 
that by the end of 1942 the United States life insurance 
companies will have in government bonds an amount 
equivalent to about 25% of their invested assets. This 
will have an effect on the interest earnings of the com- 
panies and this factor is mentioned in the article. On 
the same subject, the life underwriters of the country, 
performing a voluntary service, have sold or received 
pledges for over $926,000,000 of war bonds on an instal- 
ment 


payroll basis in approximately 45,000 firms 


throughout the country. 


**x* An interesting article on the American worker's 
income and disbursements is included on page 43 under 
the title “Pay Checks and Living Expenses,” for which 
we are indebted to the Northwestern National Life In- 
surance Company. For those familiar with economic 
trends, this article will offer no news. Trends in eco- 
nomics are doubly important to life insurance policy- 
holders and the editor feels that anything which would 
endanger their equities cannot receive too much publicity. 
The subject of wages and prices is a very serious one 
and if we do not have, either by decree or Congressional 
enactment, some enlightened action on this problem, it 
is not likely that inflation can be stopped. Why cannot 
Congress take some action now on price ceilings and 
wages’ Perhaps it’s the pending elections, but whatever 
it is it appears the ball is being fumbled. This article 
covers in a statistical manner one of the important 
aspects of inflation. It is very brief but to the point— 
it should be read. 


wee “Sales Fundamentals” (page 19) by Francis W. 
Potter, is a good general article on this subject. On 
page 39 will be found a legal article by John C. Parker, 
Jr., entitled “Do You Intend To Fly’—this covers the 
legal problems involved in the answers contained ‘in 
applications for life insurance on this subject. “War- 
time Supervision” by Director of Insurance Paul F. 
Jones of Illinois (page 21) deals with the difficulties 
now confronting insurance supervisory officials. 
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New Target for Indusiy 


More Dollars Per Man Per Month in the 


4= TO WIN THIS WAR, more 
and more billions are needed 
and needed fast—AT LEAST 
A BILLION DOLLARS A 
MONTH IN WAR BOND SALES 
ALONE! 
This means a minimum of 10 percent 
of the gross pay roll invested in War 
Bonds in every plant, office, firm, and 
factory in the land. 
Best and quickest way to raise this 
money—and at the same time to “brake” 
inflation—is by stepping up the Pay- 
Roll War Savings Plan, having every 
company offer every worker the chance 
to buy MORE BONDS. 
Truly, in this War of Survival, 
VICTORY BEGINS AT THE PAY 
WINDOW. 


If your firm has already installed the 


Pay-Roll War Savings Plan, now is the 


time— 


1. To secure wider employee par- 
ticipation. , 
2. To encourage employees to increase 
the amount of their allotments for 
Bonds, to an average of at least 10 
percent of earnings—because 
“token” payments will not win this 
war — nye “token” resis- 
tance will keep enemy from 
our shores, our bomes. f 
If your firm has not already installed 
the Pay-Roll War Savings Plan, now is 
the time to do so. For full details, plus 
samples of result-getting literature and 
promotional helps, write, wire, or 
hone: War Savings Staff, Section E, 
von” artment, 709 Twelfth 
Street + Washington, D. C. 





U.S. War Savings Bonds 
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LEADING 


NCE a year, about this time, we prepare tables 
O.-ivwine the first 30 life insurance companies 

ranked by amount of assets, volume of insurance 
written and in force and, in addition, a table of cumula- 
tive results for assets and insurance in force. 

Very few changes occur in these rankings from year 
to year, with the exception of in the “Insurance Writ- 
ten” column. This year it is notable that most of the 
“Written” changes, where such changes are of a star- 
tling nature, occur because of large Group Insurance 
business, either in the actual amount written or in in- 
creases on outstanding contracts. 


In Force 
As to Insurance in Force, it is significant that there 


is no change in the first 15 rankings from the previous 
year; the Lincoln National Life advanced one place 


and has passed the Union Central; the Western & 
Southern has succeeded the Provident Mutual as the 
19th company, the Provident Mutual now being 20th; 
National Life & Accident displaced the Canada Life 
for 22nd rank; the Great-West gave up its position as 
the 27th company to the Occidental of California (with- 
out rank in this table last year), whose relatively large 
Group Insurance business aided in its promotion in the 
“In Force” table. The Life Insurance Company oj 
Virginia takes 30th place from the Manufacturers of 
Canada, and the Equitable of lowa, which was in 29th 
place last year, is no longer included. 


Assets 
In the “Asset” table the John Hancock takes 7th place 


from The Travelers, and the Aetna removed the Massa- 
chusetts Mutual from 12th rank. No further changes 





Ranked by Insurance in Force 


Insurance 
in Force 

$25,433,226,148 
19,549,175,369 
7,607 302,939 
7,013,883,403 
5,679,838,079 
5,078,564,528 
4,856,799,072 
4,044,674,863 
3,678,249,263 
2,97 1,747,088 
2,114,070,806 
2,026,094,917 
2,025,443,549 
1,658,971,083 
1,300,770,919 
1,183,110,270 
1,137,919,897 
1,135,915,272 
1,082,622,518 
1,020,727 883 
884,261,702 
879,635,856 
815,470,716 
784,030,085 


Rank 
1940 =1941 Company 
Metropolitan 
Prudential 
= Se |, ee eee 
New York Life 
Travelers 
John Hancock 
Aetna Life 
Northwestern Mutual 
Mutual Life. N.Y. ........ 
GS OR a 
Mutual Benefit 
Penn Mutual 
Massachusetts Mutual 
New England Mut. 
Connecticut General 
Lincoln National 
Union Central 
Connecticut Mutual 
Western & Southern 
Provident Mutual 
American National 
National Life & Acc. ...... 
Canada Life 
OS eee 


OONAUWS WN 
COONAuSWwWh— 


~ 
i) 


General American 
Phoenix Mutual 
Occidental, Cal. 
Great-West 


745,625,827 
711,022,241 
629,258,725 
622,692,574 
619,950,305 
619,766,958 





Ranked by Assets 


Rank 
1940 31941 


Admitted 
Assets 
648,047,196 
556,085,245 
987,268,732 
,740,635,508 
1,541,951,938 
1,439,889,824 
1,166,498,365 
1,156,436,403 
992,761,140 
810,362,786 
795,917,213 
778,237,039 
765,956,829 
535,967,179 
436,002,971 
423,993,718 
400,193,156 
319,802,808 
289,058,610 
287 539,833 
266,668,878 
238,241,780 
220,077 848 
209 387,953 
205,003,438 
203,339,008 
180,839,603 
180,591,711 
156,716,585 
142,252,360 


Company 
Metropolitan 
Prudential 
New York Life 
Equitable, N. Y. 
Mutual Life, N. Y. ........ 
Northwestern Mutual 
John Hancock 
Travelers 
Sun Life, Canada 
Penn Mutual 
Mutual Benefit 
Aetna Life 
Massachusetts Mutual ..... 
New England Mutual 
Union Central 
Connecticut Mutual .... 
Provident Mutual 
_Connecticut General 
Canada Life 
Phoenix Mutual 
Bankers, lowa 
National Life, Vermont .... 
Equitable, Lowa 
State Mutual 
Manufacturers 
Western & Southern 
Lincoln National 
Great West 
Guardian, N. Y. 
Fidelity Mutual 
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COMPANIES 


occur in this section until near the bottom of the group, 
where the Lincoln National replaced the Great-West. 


Insurance Written 


In the “Insurance Written” listing there are always 
wide fluctuations. The Travelers, partly because of its 
very large Group writings, passed the John Hancock 
for 5th place ; the Connecticut General, likewise because 
of its large Group business, jumped three companies, 
from 15th to 12th position; the Lincoln National took 
13th rank from Western & Southern; the Mutual Life 
of New York dropped from 12th to 14th; and the 
Occidental of California, again because of Group insur- 
ance, leaped from 23rd to 16th place; the Continental 
Assurance of Illinois (which had no ranking last year ) 
produced the most spectacular change by landing in 
20th place, group insurance again being responsible. 


Our readers may remember that 1941 produced record 
gains in all forms of Group Insurance, raising the vol- 
ume of protection in force on this basis to an all-time 
high—Group Life Insurance showed an increase for 
the year of $2,250,000,000 in all companies, bringing the 
total to $18,500,000,000 at the year end. Additional sub- 
stantial increases have been reported for the first six 
months of 1942. 


Cumulative Table 


In the Cumulative table no changes are expected and 
the only variations that do occur represent less than one 
point and this is because of the practice of carrying 
ratios to the nearest whole per cent. The first 30 com- 
panies have about 87% of the assets of all companies 
and total insurance in force of about 83% of all insur- 
ance in force. 





Ranked by Insurance Written 


Rank Insurance 
1940 =: 194] Company Written 
Metropolitan 
Prudential 
Aetna Life 
en SS Ge 
Travelers 044,745,762 
John Hancock 975,365,595 
New York Life 457,544,762 
American National 334,634,943 
Sun Life, Can. 331,821,055 
National Life & Acc. ...... 257,431,637 
Northwestern Mutual 251,087,632 
Connecticut General 222,574,922 
Lincoln National 208,590,866 
Mutual Life, N. Y. ........ 189,325,993 
Western & Southern 183,752,124 
ee SS ee ae eee 180,507,389 
Mutual Benefit 144,375,149 
Penn Mutual 138,704,763 
Massachusetts Mutual 137,339,958 
Continental Assur. (Ill.)... 132,330,969 
Life of Virginia 127,862,417 
New England Mut. ........ 127,631,634 
Life and Casualty (Tenn.) 127,216,110 
General American 125,152,437 
Connecticut Mutual 111,247,662 
Monumental (Md.) 84,124,689 
Canada Life 77,945,756 
Provident Mutual 76,981,073 
Union Central 71 661,490 
Washington National 70,731,334 
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Cumulative Table 
(000 Omitted) 


Total to % to *Insurance 
Company Total in Force 

19 $25,433,226 
34 44,982,401 
44 52,589,704 
5 59,603,587 
65,283,425 
70,361,990 
75,218,789 
79,263,464 
82,941,713 
85,913,460 
95,038,812 
K 100,599,108 
29,211,987 97 104,708,133 
30,075,727 100 107,910,824 


* Includes group and industrial insurance. 


17,473,989 
18,913,879 
20,080,377 
21,236,813 
22,229,574 
23,039,937 
26,352,018 
28,072,607 
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Several companies are not included in the listing: 
The Southern Life & Health would rank in the “Insur- 
ance Written” table but is not listed because we believe 
that its figures include some Accident and Health busi- 
ness which would distort the comparison; the Kansas 
City Life could also rank in this table if the relatively 
large volume of business taken over when it reinsured 
the Midland Life is included as “written” ; other com- 
panies, such as the Morris Plan Insurance Society 
transacting special lines of business, are not considered 
for obvious reasons. 











SCHEDULE of events for the “war meeting” of 
the governing bodies of the National Association of 
Life Underwriters, to be held at the Edgewater Beach 
Hotel, Chicago, on August 17-19, has been released by 
John A. Witherspoon, Nashville, president of the organ- 
ization. The war meeting will take the place of the asso- 
ciation’s 53rd annual convention, originally scheduled 
for Minneapolis but called off on June 15 in view of the 
acute demands being made by the government on the 
nation’s transportation system. 
The meeting schedule at the Edgewater Beach is as 
follows : 


Monday, August 17 


All day—Meeting of the National Association’s board 
of trustees. 

Evening—Dinner and meeting of the board of trus- 
tees of the American College of Life Underwriters. 


Tuesday, August 18 


Morning and afternoon—Meeting of the National 
Association’s national council. 

Evening—Dinner of the board of directors of the 
American Society of Chartered Life Underwriters, 
followed by conferment exercises of the American 


College. 
Wednesday, August 19 
Morning—Meeting of the delegate body of the 
National Association’s 53rd annual convention. 


Noon—Luncheon for members of the National Asso- 
ciation’s delegate body, followed by adjournment. 


First Cancellation 


It is expected that the Chicago meeting, at which the 
business will be conducted solely by the association’s 
board of trustees and national council, will attract little 
more than a tenth of the 2,000 to 3,000 delegates 
normally attending the convention. 

Favorable reaction to the association’s decision was 
quickly forthcoming. H. F. McCarthy, director of 
traffic movement of the Office of Defense Transporta- 
tion, said in a statement to Mr. Witherspoon: 

“The fact that this was the first cancellation in the 
fifty-three years you have been holding annual meetings 
strikes me as being most cooperative. In view of the 
probable transportation requirements of the military, we 
think you have acted wisely and certainly in the best 
interests of your association. When the war has been 
concluded and transportation facilities are again normal. 
I am confident your regular meetings can be resumed 
quickly and certainly their purpose may be accomplished 
more satisfactorily.” 
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ABBREVIATED "WAR" MEETING 











The meeting of the association’s board on Monday 
will be the customary executive session of the group, 
On Tuesday, the national council meeting will feature 
several important business actions. 

During the morning, the major item of business will 
be the presentation of President Witherspoon's annual 
report to the membership. This will be followed by forum 
discussions led by association officials, all of which 
will deal with the relationship of the life underwriter 
to the war effort. Spotlighted topics will be the work 
being done by the association in the marketing of war 
bonds—sales and pledges of which have now passed the 
$926,000,000 mark—and plans for future bond work, 
and also the association’s relationship to the National 
Service Life Insurance Act and the Soldiers’ and 
Sailors’ Civil Relief Act. Important announcements 
concerning the organization's activities in these fields 
will be made at the meeting. 


Nominating Committee 


These forums will be followed in the afternoon by the 
customary presentation of the report of the committee 
on nominations, headed by Judd C. Benson, Union 
Central, Cincinnati, which will be voted on by members 
of the council. At the same meeting the council will 
name the 1943 convention city. 

The conferment of C.L.U. diplomas in connection 
with the annual meeting of the American Society board 
on Tuesday evening will be made on a token basis. This 
will be a brief ceremony in which probably the success- 
ful candidates from Chicago and vicinity will represent 
the entire body of candidates eligible to receive the 
designation this year. John D. Moynahan, Metropolitan 
Life, Chicago, president of the American Society, will 
preside, 

The Wednesday morning session of the delegate body 
will convene to ratify the actions taken the previous day 
by the council. The association officers will be formally 
installed and presented to the delegates. 


Trophy Presentation 


A feature of the meeting will be the presentation of 
membership and managerial trophies to association 
winners. These will include: the Charles Jerome 
Edwards cup for the local association having the best 
membership record based on actual gain and percentage 
of gain; the Philadelphia award, a similar citation for 
state associations; the “Manager’s Magazine” trophies 
to the four local general agents’ and managers’ groups 
which have done the best jobs during 1941-42, and 
certificates of award to other outstanding managers’ 
divisions. 

The meeting will close with a luncheon for the dele- 
gate body which will probably be addressed by a govern 
ment representative. 
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Institute of Life Insurance 


WAR TRENDS OF LIFE INSURANCE 


occurred in the life insurance business during 

the first six months of the year, as reflected in 
statistics recently released by the Institute of Life Insur- 
ance. Surrenders of life policies are now running 
about 20% less than in the same period of last year and 
are at a rate about one-third that of ten years ago; life 
insurance agents performing a voluntary service have 
sold or received pledges for $926,345,000 of War Bonds 
to more than 8,500,000 people through instalment pay-roll 
allotment plans in approximately 45,000 firms through- 
out the country. Another important war contribution 
of the life insurance companies is the continuing flow 
of benefit payments to policyholders, about $200,000,000 
each month, some $1,250,000,000 for the half year. Life 
insurance in force at June 30th is estimated at approxi- 
mately $128,000,000,000, a new record high—averaging 
about $4,000 per family. This compares with $1,202 per 
family at the time of the last war. New purchases of 
life insurance are up approximately 5% to 8% over the 
same period of 1941. 


M ANY changes and significant developments have 


Security Purchases 


Purchases of mortgages and securities by life insur- 
ance companies have totalled $2,425,000,000 in the first 


half of this year, 15% higher than in the same period of © 


1941, but purchases of U. S. Government Bonds in this 
period have increased nearly 180%, more than half of 
all funds invested by the companies going into this 
channel to aid the Government’s war effort—a total of 
$1,231,000,000 of Government bonds was purchased 
during the past six months by life companies. The net 
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rate of interest earned by life companies on their 
funds during 1941 was 3.41% (3.61% in 1940, 3.70% 
in 1939), the lowest earning rate in the history of the 
business. 

The rate of return earned by life insurance companies 
is one of the most important factors in their operations, 
and in past years ranked high as a source of profit which 
could be passed on as dividends to policyholders. The 
1941 earnings were approximately one-third of a billion 
dollars less than would have been the case had the rate 
experienced by the life companies in 1917 still prevailed. 
It is the decline in interest rates that has made necessary, 
to a very large extent, the dividend reductions and rate 
increases during recent years. The pre-depression level 
of interest earnings by the life companies was very close 
to 5% for several years, and had been above 4.5% for 
many years. The decline has extended over a period of 
about thirteen years. There has been a steady decline 
in interest rates from ordinary sources because of the 
changes in security portfolios of the companies and, in 
addition, the recent purchases of very large amounts of 
United States Government bonds also depresses the 
yield. 


Government Holdings 


Because of the assistance given by the life insurance 
companies to the war financing, it is likely that by this 
year end the percentage of assets invested in Govern- 
ment bonds will be about one-quarter of all invested 
assets; some companies are already beyond that per- 
centage. The same trend has been evident in the port- 
folios of British life insurance companies. 








America’s Secret Weapon 


ou won’t find it on the production 
lines at Rock Island or Willow Run. 


It isn’t guarded at the Brooklyn Navy 
Yard, or tested at Aberdeen. 


Butit’s the toughest weapon these men 
you are looking at will ever take into 
battle. It’s the stuff with which all our 
wars are won. 


The boy in the uniform doesn’t call it 
morale, That’s a cold potatoes word for 
something John American feels deep and 
warm inside, 

Perhaps he can’t give it a name. But 
he can tell you what it’s made of. 

It’s made of the thrill he gets when his 
troop train stops at a junction point and 
fifty good-looking girls are at the station 
with cigarettes. 


It’s made of the appreciation he feels 
for a bright new USO clubhouse where 
he and his friends can go for a few hours’ 
rest and relaxation. 


It’s made of laughter and music— 
when Bob Hope or Lana Turner visits 
his camp with a USO show. 


It’s even made of a cup of coffee and 
a Yankee smile—at some lone outpost 
in Alaska or the Caribbean 


Maybe it’s just a feeling of kinship 
with this land of a hundred million gen- 
erous people. Maybe it’s just the under- 
standing that this whole country cares; 
that the soldier is bone of our bone; that 
he and we are one. 


Name it if you can, But it’s the secret 
weapon of a democratic army. 


What can you do to sharpen this 
weapon? Give to the USO. This great 
national service organization has been 
entrusted by your government with 
responsibility for the service man’s 
leisure needs. 


The requirements of the USO have 
grown as enormously as our armed 
forces themselves. This Spring we must 
have $32,000,000. 

Give all you can—whether it’s a lot 
or a little. Send your contribution to 
your local chairman or to USO, Empire 
State Building, New York City. 


‘USO: 
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down in the path of life insur- 

ance sales which heretofore has 
led us to the chief source of our 
income? Is the labor of beating 
down the underbrush in the new 
path of life insurance selling being 
repaid in sufficiently substantial 
form ? 

In other words, are we concen- 
trating too much time and effort in 
the unfamiliar field of the war 
worker to the exclusion of those 
who have heretofore been our best 
prospects ? 

Repeatedly we have touched di- 
rectly or indirectly on this important 
question in an effort to avoid the 
extremes to which we are apt to go 
under the impetus of an inviting new 
idea advanced at a time when in- 
creased difficulties were apparent in 
following old ideas. We have said, 
and its truth is supported by evi- 
dence, that for most underwriters 
the most profitable aspect of the 
greatly increased buying power of 
war workers was the increased buy- 
ing power of those in their normal 
prospecting fields who were profiting 
by the increased spending of the war 
worker—his doctor, dentist, drug- 
gist, groceryman, butcher, clothier, 
etc., whose language you speak and 
who need not be sold the basic idea 
of insurance itself. 


Soe we not keep the weeds 


1942 Income Pattern Like 1929 


Admitting the difficulties of sell- 
ing in the higher income brackets— 
and all of us recognize them—there 
is sharp difference of opinion as to 
its cause. Some believe the shift in 
incomes blocks sales in the higher 
brackets because of its effect on the 
optional spending sums available. 
Others claim the size of that op- 
tional spending item, not the per- 
centage of increase or decrease in it, 
is the governing factor. 

In the April issue of Fretp Man 
we discussed the significance of 
this “optional spending power” and 
showed where and in what amounts 
it was found—based on the study of 
the National Resources Committee 
which is regarded as authoritative. 
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KEEP THE WEEDS DOWN 


by CLIFTON P. MAYFIELD 
Editor, Fidelity Field Man 


x * * 


In the May issue we gave briefly 
some of the conclusions on the sub- 
ject reached by the Research Depart- 
ment of the Curtis Publishing Com- 
pany from a study of the 1929 dis- 
tribution of national income made by 
the Brookings Institution, correlated 
with the data from the Consumer 
Purchase Survey of 1936 as re- 
ported by the National Resources 
Committee and the estimates for 


EDITOR'S NOTE 


T haover the courtesy of the Curtis 
Publishing Company and the Fidelity Mu- 
tual Life Insurance Company, which pre- 
pared this article for the June, 1942 edition 
of its "Field Man," we are reproducing this 
important analysis of a pressing problem. 
Life underwriters who have been concerned 
regarding their future sources of prospects 
and income should study with care the re- 
vealing data included herein. It contains 
important clues as to who has the money to 
buy, and in what amount, and should prove 
invaluable to life men in evaluating their 
market for time-saving sales planning. One 
of the conclusions of the analysis that "those 
who constitute the real life insurance market 
are those who fall in the top quarter of the 
income levels" may startle some underwriters 
who have strayed far afield from the familiar 
path into the domain of the war worker in 
seeking new prospects. 


1942 as prepared by the Division of 
Statistics, WPB. 

This is quite the most revealing 
analysis yet made. It bears the 
stamp of authentic statistical re- 
search difficult to challenge. It has 
not yet been published but through 
the courtesy of the Curtis Publishing 
Company, we are in position to ex- 
tract from its voluminous pages 
some of the most useful of its data. 


Seven Economic Levels 


The study deals with seven differ- 
ent economic levels of income— 
“$5,000 and over” at the top, “under 
$500” at the bottom. The first point 
of interest is how many “consumer 
units” fell in each income level in 
1929, in 1936, and in 1942. A “con- 
sumer unit” is a family of two or 
more, or a wage earner who is single. 
Table 1 tells the story. 

The important thing here is how 
closely the 1942 pattern of distribu- 
tion follows the “good times” pat- 
tern of 1929 and how much better it 
is in the income brackets in which 
your business has always been 
chiefly sold, than it was in 1936. 
There is the further fact that not 
only are the percentages in the 1929 
and 1942 income levels nearly iden- 
tical but some six million more con- 
sumer units are involved in 1942. 

(Continued on the next page) 





Table | 


Per Cent Distribution of Consumer Units and National Income by Income Levels 


(Consumer units in thousands—National income in millions) 


1929 1936 1942 

Consumer National Consumer National Consumer National 

Units Income Units Income Units Income 

SO. Gasicassuaas 36,462 $78,2261 39,458  $59,2582 42,300  $98,0003 

$5,000 and over .. 7.0% 40.8% 2.3% 19.7% 5.6% 31.6% 

3,000-5,000 ...... 11.1 16.4 4.6 11.2 11.5 18.5 
2,000-3,000 ...... 16.6 15.7 11.2 17.8 19.5 20.6 
1,500-2,000 ...... 16.5 11.2 13.2 15.0 13.9 10.5 
1,000-1,500 ...... 21.3 10.4 22.2 18.1 21.2 11.5 
500-1,000 ...... 17.3 5.2 29.5 14.7 17.8 5.9 
Under SUD ....... 10.2 a 17.0 3.5 10.5 1.4 





1U. S. Department of Commerce. 


2 Estimate by National Resources Committee for period of Consumer Purchase Survey. 
3 Estimate made in September, 1941 by Division of Statistics, WPB. 





Keep the Weeds Down—Continued 


The Curtis study goes further and 
shows why this is so. Markets are 
constantly changing. This change 
occurs primarily in two ways: First, 
the normal flow of the river of life 
itself from youth through old age. 
Second, the shocks of business or 
economic cycles. Such a cycle is 
covered when 1929, 1936 and 1942 
are studied. 

From 1929 to 1936 men on all 
levels received lower incomes. In 
moving there, however, they retained 
all the intelligence and buying de- 
sires incident to their former eco- 
nomic levels. When things open up 
again a proportion of these men re- 
turn to higher income levels. The 
higher the income level from which 
they have fallen the greater the 
percentage of those who move up 
again at the first opportunity. To 
illustrate : 


1929 Level 


In 1929 out of every 100 “con- 
sumer units,” 7 were found in the 
“$5,000 or over” income level. When 
depression came along, as shown by 
the 1936 study, 2 stayed on the old 
level and 5 dropped to the “$3,000 to 
$5,000” level. But by 1942 all but 
one of the 7 were back in the top 
bracket—2 having stayed there con- 
tinuously and 4 coming up again 
from the level below to which they 
had dropped. 

The Curtis study has worked this 
flow out for all the economic levels. 
In substantiating its statistical find- 
ings Curtis investigators studied ac- 
tual employment records of a num- 
ber of leading industries. 


ing”’ money devoted to luxuries, etc., 
just as we always have. In the 
following tabulation, this portion of 
the “optional spending” total is 
designated as “Other Expenditures” 
and includes: automobile, house- 
furnishings and equipment, recre- 
ation, tobacco, reading, education, 
gifts, etc. None of them are neces- 
sities for subsistence or necessary 
for complete living. d 

“Subsistence necessities” include 
such items as food, housing, cloth- 
ing, train and bus fare. “Additional 


necessities” cover househol« Oper- 
ation, personal care, medical service 
and similar items regarded as neces. 
sary for complete living. 


Comparison 


Table 2 compares 1942 with 19% 
to show the aggregate income, ex. 
penditures and savings in total and 
by quarters—that is by dividing the 
entire “consumer unit” group into 
quarters after arranging them from 
the highest income down. 





Table 2 


Aggregate Income, Expenditures, and Savings by Quarters of Total 
Consumer Units 


(In millions) 


ape Total 
National Income 
1942 


First 
Quarter 


Third 
Quarter 


$12,872 
8,304 


Second 
Quarter 


Fourth 
Quarter 


$5,915 


$21,081 
1 4,037 


3,197 


469 
80 


182 
42 


11,942 
8,288 


8,463 
6,013 


3,207 ,0: 
2,063 356 


4,249 
2,603 


1,214 
7,289 163 


Table 3 


Average Income, Expenditures, and Savings 


by Quarters of 


Consumer Units 


The 
tabula 
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(By actual dollars) 


First 
Quarter 


$5,497 
3,418 


Third 


Quarter 


Second 
Quarter 


Income and Outgo Fourth 


Total Quarter 


So much for the background. We 47°7age Income 
are most interested, however, with a 
relationship of income and expendi- 
tures. Here the Curtis study goes 395 ‘ 17 
further than the “optional spending” 83 

sums heretofore quoted, by segregat- 
ing that portion which is “savings.” 
In this study the item “savings” in- 
cludes what is being spent for in- 
surance premiums, investments and 
actual savings. Beyond the sum 
available for new insurance under 
this head of “savings,” we, of 
course, must enter into competition 
for a share of the “optional spend- 


$1,993 
1,338 


$1,217 $559 


1,502 842 409 


2,057 
1,469 


663 
440 


897 217 

1936 692 264 137 
Savings 

1,485 125 

734 20 


-12 
—46 


84 
~103 
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The first or top quarter in this 
tabulation (Table 2) clearly will 
afford in 1942 the greatest sales 
opportunity. They range from in- 
comes of $2,453 up—and they will 
receive almost two-thirds of the 
national income. The money they 
will allocate to “savings” and “other 
expenditures” is nearly 3)2 times 
greater than for the other three 
quarters c¢ mbined. Here are people 
who know the value of life insurance 
and have resources to buy it. 

An interesting commentary on this 
1942 picture of consumer expendi- 
tures is the fact that in terms of per- 
centages it is almost identical with 
the pattern of the 1936 allocation of 
income, showing that increased na- 
tional income has a proportionate 
effect on all income levels and that 
the income level upon which good 
prospects were to be found in 1936 
is the level on which they are to be 
found today. 

It might be interesting to break 
down the tabulation of aggregate in- 
comes, shown in Table 2, to average 
income expenditures and savings— 
showing them also by quarters. This 
makes the picture even more vivid. 
(See Table 3.) 

Here we find that the first quarter 
has an average income higher than 
the combined average of the other 
three quarters. In spite of paying 
much heavier average taxes, this 
quarter will have practically all of 
the available savings and a greater 
amount for optional spending than 
all the others combined. 


Summing It Up 


What then may we conclude from 
this study? Briefly, these important 
points : 

1. That those who constitute the real 
life insurance market are those 
who fall in the top quarter of the 
income levels. 

2. ‘That this quarter reaches well 
down into the “middle income” 
group, about which so much has 
been written, to an income of 
about $2,400. 

3. That this quarter is made up of 
persons who had a comparable 
earning power prior to the de- 
pression, with ability to regain 
that level, and persons who have 
the intelligence, education, ex- 
perience and training to climb to 
higher levels. 

4. That these are exactly the type of 
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“Ed is pooling his car today, dear.” 
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people who heretofore have been 
our logical prospects. 


. That the “war workers” who are 


“in the money” comprise three 
groups : 


a. 


Skilled workers who, prior to 
depression, enjoyed incomes 
comparable with those of to- 
day, and who today are paying 
off debts, buying durable 
goods, government bonds and 
laying something aside to be 
better prepared for adversity 
than in the thirties. 


. Younger men who now for the 


first time have work in keeping 
with their training. They have 
intelligence and their concept 
of thrift reflects the atmos- 
phere of the home that strove 
to improve their mental equip- 
ment. 












c. The large group who in the 


last war were the silk shirt 
buying group. They are dis- 
inclined to save, are improvi- 
dent and resentful of any 
effort to direct their spending. 
6. That the resources for “optional 
spending” go further to qualify a 
prospect than the extent of his 
recent increase in earning power. 
From all of which we must con- 
clude that the tightening market in 
the income levels to which we are 
most accustomed is a psychological 
handicap for which careful, thought- 
ful, logical sales techniques must be 
provided, for there the available re- 
sources still lie, reduced in many 
cases, but still far greater than in 
some of the less familiar fields to 
which many have turned, 
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BEST'S DIGEST OF INSURANCE STOCKS GIVES AN UNBIASED, 
AUTHENTIC AND COMPLETE ANALYSIS OF ALL ACTIVELY TRADED 
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COMPLETE TEN YEAR FINANCIAL AND OPERATING EXHIBITS SHOWN ON 
APPROXIMATELY 130 FIRE, CASUALTY AND LIFE INSURANCE COMPANIES 
ON A PER SHARE BASIS. 


LIQUIDATING VALUES SHOWN ON BASIS OF COMPANIES ACTUAL 
MARKET VALUES OF SECURITIES. 


IT SHOWS ON A PER SHARE BASIS:— 


INVESTED ASSETS INVESTMENT INCOME 
DIVIDEND UNDERWRITING PROFIT 
LIQUIDATING VALUE PREMIUM RESERVE EQUITY 
UNDERWRITING PROFIT CAPITAL GAINS & LOSSES 


Comparative financial statements of leading groups. 
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forms of insurance and each 

one has its own advantages, 
disadvantages, peculiarities and tech- 
niques. Some forms require con- 
siderable pre-approach work, elabo- 
rate surveys and much underwriting 
information, Several forms require 
complicated rating formulas, loss 
data for experience rating, retro- 
spective rating and even equity rat- 
ing. A producer specializing in Acci- 
dent insurance can congratulate 
himself on the fact that the rate is 
a simple matter to find and to quote. 
The classification is easy to find in 
the manual and only occasionally, if 
he is picking his prospects right, does 
he have to worry as to whether the 
risk is acceptable to his company. 
The policy itself is easy to under- 
stand and once the producer has the 
basic clauses of an Accident policy 
in mind it is very easy to vary and 
tailor the policy to suit the individ- 
ual needs of the prospect. Too often 
the producer does a very poor tailor- 
ing job due to the fact that the pre- 
approach work has been very care- 
lessly done and the prospect has been 
sold a policy that does not suit his 
needs. 


Tis, are over 162 different 


Personal Insurance 


_ Because of the fact that Accident 
insurance is personal insurance, it 
does not offer the opportunity for 
large premiums and large commis- 
sions like Public Liability and 
Blanket Bonds, but at the same time 
a sizable Accident and Health vol- 
ume gives a producer a sound foun- 
dation for his business and a certain 
annuity for later years. Also he 
avoids the headaches that come with 
“target risks” and discouragement 
when a large premium is lost and the 
expense of his office is thrown sud- 
denly out of line. Since Accident in- 
surance is a comparatively small pre- 
mium line, it is necessary that it be 
sold in volume. To do this necessi- 


AUGUST I, 1942 


tates seeing lots of people each and 
every day. 

Most successful Accident & 
Health producers figure on at least 
15 interviews a day. They list the 
night before 30 good prospects to be 
called on the next day and figure on 
having a minimum of 15 interviews 
the next day. If the agent is out 
soliciting by 9:00 in the morning, 





takes about three quarters of an hour 
for lunch and continues to work 
until 4:30 in the afternoon, he has 
time for at least 18 minutes for each 
interview and considerable time left 
over for filling in applications, com- 
ing and going and a little time in the 
middle of the morning and after- 
noon for a “coke.” Of course to do 
all this requires that an agent plan to 
do an honest day’s work, but cer- 
tainly any producer building up his 
own business should count on work- 





FUNDAMENTALS 


by FRANCIS W. POTTER, 


Field Supervisor, 
The Aetna Casualty & Surety 
Company 


ing as hard for himself as any manu- 
facturing concern would require a 
man to work for them on a salary. 
These days when everyone is busy 
and time is so essential, every man 
selling insurance should fit into the 
scheme of things and plan on giving 
his energy to the best of his ability. 
Nothing would be more unpatriotic 
today than to spend hours sitting in 
an office—especially when the gov- 
ernment needs all the lead. 


Greatest Asset 


Get down to business. Time is an 
agent’s greatest asset, and if he is 
to make the required number of in- 
terviews a day he must make his 
time count effectively. Most agents 
can avoid getting into arguments 
and lengthy discussions about the 
war, politics, baseball, rationing and 
every other conceivable item if only 
they will get down to business at the 
very start of the interview. Most 
busy executives today do not wish 
to have a salesman take over 15 
minutes of their time in presentation, 
and practically every type of insur- 
ance can be presented and a close 
brought about within that period of 
time. The busier the prospect and 
the more worthwhile, the more he 
appreciates the quick, business-like 
type of interview. 


Sell the Gadgets 


Sell the gadgets. About a year 
ago I talked with the leading sales- 
man of a certain make of automobile 

(Continued on the next page) 








Sales Fundamentals—Continued 


in a large eastern city and asked him 
concerning his sales technique. He 
said: “It’s the little things about a 
car that help the sale. The other 
day a man and his wife came into 
the showroom to look at a certain 
model, and, after lifting the hood 
and showing them the motor, the 
wife remarked that all motors look 
alike. I then changed my tactics and 
said: ‘I wish you would look at the 
inside of the car. You will notice 
we put in a vanity case on each side 
of the rear seat with a handy ciga- 
rette lighter beside it. It is something 
quite new in this year’s model.’ Im- 
mediately the wife started to show 
interest and the color of the car be- 
gan to appeal to them. It wasn’t 


long after explaining a few more 
gadgets that the car was sold. The 
motors all looked alike but the vanity 
case was different.” 


Perfect Gadgets 


We have some perfect gadgets 
that go with each Accident and 
Health contract. It is so easy to talk 
with enthusiasm and hold the interest 
of the prospect if we explain the 
elective indemnity clause—tell your 
prospect how he can have a lump 
sum of $300 for a broken arm and 
still be at work the next day. Ex- 
plain the double indemnity clause 
with its special appeal today with so 
many people traveling on busses— 
the fact that there is no subrogation 


ONE OUT OF FIVE 


One wage-earner out of every 
five will be disabled this year. 


Buy U.S. Defense Bonds and Stamps 


1942 Accident and Health Insurance Week Committes 


Relieving defense workers of financial worry, if disabled, is 
the vital part in our military production program assigned to 
ond health i ies oi [ 





Buy U.S. Detense Bonds and Stamps 
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clause—and how if a prospect is in. 
jured in an automobile accident we 
will pay his medical expenses and 
weekly indemnity as long as he js 
away from his work, and on top of 
that, that he can sue the person who 
injured him and have all this money 
for himself. ; 


Be Enthusiastic 


Be enthusiastic if you expect to 
quote a premium of around $35; al- 
ways sell the contract with such en- 
thusiasm that to you the premium 
should be $50. I have seen an agent 
sell a $35 premium in such a way 
that when it came time for the close 
he himself felt, and I am sure the 
prospect felt, that the premium 
should have been $12.50. If you 
can’t be enthusiastic about selling 
Accident insurance and the fact that 
it meets a great public need, and that 
a man and his family just can’t get 
along without Accident insurance, 
pick out some other line which you 
can sell enthusiastically. Don’t sell 
anything unless you believe enthusi- 
astically in it yourself. 


Black Cat Day 


Don’t be like an agent I saw a 
short while ago who had sold 19 Ac- 
cident policies on Friday, March 
13th (Black Cat Day) and who was 
waiting until Friday, November 
13th, to put on another Accident 
drive. If you must have something 
special about the day in order to sell 
Accident insurance, make next Mon- 
day “Canary Day” and next Tuesday 
“Rooster Day” and have something 
to crow about at the end of the day! 


Just remember that almost every 
man, woman and child is a prospect 
for some form of Accident insur- 
ance. Start the first day you return 
to make up a list of prospects. Save 
your time and your prospect’s time 
with short, snappy interviews. Get 
down to business. Create interest at 
the very start of the interview and 
hold that interest by knowing your 
contract. Be optimistic and enthusi- 
astic—and remember it is patriotic 
today to do an honest day’s work. 
Everybody else is doing it, why not 
you? There is so much to do and 
so little time to do it! 


From an address before the National Association 
of Accident & Health Underwriters. 
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WARTIME 


N APPRAISEMENT of the 
Ais: Industry develops 

the fact that it is one of the 
world’s greatest aggregations of 
wealth. It has been put together by 
millions of people over the last cen- 
tury and placed into the hands of a 
relatively few concerns in which they 
have implicit confidence. 

Good management and supervi- 
sion have led the American people 
to embrace the protection afforded 
by insurance contracts to a greater 
extent than any of the world’s 
people. The great fire and marine 
companies of England and the Con- 
tinent have made wide contributions 
to the industry, but here in America 
too, gigantic fire and casualty con- 
cerns have grown to maturity along 
with the largest life insurance com- 
panies in the world. 


Vital Industry 


The part this vast industry has 
played in our country is an inspiring 
chapter in this nation’s history. The 
hundreds of billions of dollars which 
have gone into insurance premiums 
in the past have been a staunch fac- 
tor in the development of the nation. 
They have helped to build schools, 
roads, public buildings, transporta- 
tion lines and have developed farms 
and homes ever increasingly, and 
now with these great institutions of 
civilization well established, it is the 
duty and privilege of the insurance 
industry to lend its strength to the 
nation’s offensive war effort since it 
is only by a strong offense that we 
shall determine for this and coming 
generations, whether we are to be 
free men. 


Before Pearl Harbor 


Long before Pearl Harbor, the 
task forces of the industry began 
their work. With the inception of 
the defense program, the great asso- 
ciations of stock and mutual fire and 
casualty companies joined with the 
Federal Bureau of Investigation and 
the Army and Naval Intelligence 
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SUPERVISION 


Services to safeguard privately 
owned plants operating on orders 
vital to American defense. 


Accident Prevention 


Recognizing that continuity of 
production cannot be maintained if 
fire, explosions and accidental in- 
juries to workmen are permitted to 
occur, the industry surveyed its re- 
port on industrial plants and sug- 


gested to the Government conditions 
which, if not corrected, were likely 
to delay seriously the production of 
war materials. 

Approximately 7,000 trained en- 
gineers and investigators reported 
on exposures touching fire, sabotage, 
accident and power supply. Suitable 
locations for the storage of crude 
rubber, cork, raw silk, wool, nitrate 
of soda and vital materials have 
been established. 

Assistance in the development of 
essential standards, 55 safety codes, 


by PAUL F. JONES 


Illinois Director of Insurance 


traffic surveys, pooling of transpor- 
tation, preparation of war publica- 
tions touching fire, malicious mis- 
chief, air raid precautions and 
other subjects, educational programs 
among military, naval and industrial 
men and women—these activities 
and many others which originated as 
far back as February, 1940, have 
been expanded and enlarged as 
American industry moves relent- 
lessly towards its peak of wartime 
production. These things have been 
done voluntarily, quietly and swiftly, 
without publicity and without fan- 
fare. 

But the men of the industry are 
not thinking of credit or praise. They 
are thinking that 44,000 workmen 
were killed and 3,500,000 injured 
in 1940—representing 420,000,000 
man-days of labor; enough labor to 
build 60 battleships, or 40,000 
bombers or 260,000 light tanks; 
enough to release our boys from the 
prison camps of fever-ridden Ba- 
taan; enough to give General Mac- 
Arthur the offensive arid the chance 
to crush Japan. 


Health Education 


The life and accident companies 
have likewise contributed to the 
country’s war effort by suggesting, 
advising and assisting the nation in 
its effort to protect and improve the 
lives and health of our entire people. 
Health education has been expanded 
to prevent sickness and accident. 
The normal loss of workers from 
disability in normal times is in excess 
of 475,000,000 days—enough for 
another fleet, another army, or 
another 40,000 bombers. Life and 


(Continued on the next page) 
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Wartime Supervision—Continued 
accident insurance, like fire and 
casualty, is in this war to win. 

The life companies during the first 
two months of this year invested 
42% of current income in Gov- 
ernment bonds. This is five times 
that of the same period of last year. 
The purchase of Canadian bonds has 
likewise risen sharply. The great 
flood of insurance income is now 
being used to arm, supply and main- 
tain the army, navy, and air force. 


After the War 


There has been much speculation 
as to what will happen to the insur- 
ance industry during, and especially 
after, the war period. In the face of 
severe conditions, purchases of ordi- 
nary life insurance turned up 
sharply in Great Britain during 
1941. In spite of the fact that about 
$200 per family was invested in war 
savings, and taxes on net taxable 
income were paid at the base rate of 
50%, life insurance purchases in- 
creased 19%. As for fire and cas- 
ualty companies, it is obvious that 
many lines will be more active than 
under normal conditions. The pro- 
tection of expanding industry is 
their responsibility. Even loss or 
damage to property which may re- 
sult from enemy attack, including 
any action taken by the military, 
naval or air forces of the United 
States in resisting attack, is to be 
provided for and this protection will 
doubtless be extended to cover the 
losses at Pearl Harbor on Decem- 
ber 7, 1941. 

The responsibility for protection 
against damage which may be caused 
by bombing or other action of war 
has not yet been completely estab- 
lished, but Congress has already 
created the War Damage Corpo- 
ration and has authorized the R. F. 
C. to finance that corporation to 
the extent of a billion dollars. The 
insurance industry stands ready to 
cover these losses under suitable re- 
insurance contracts with the Federal 
Government, or they are prepared to 
give to the Government their ex- 
perience and knowledge for the pur- 
pose of covering these risks for the 
Government. In any event, it is 
quite clear that these losses which 
American citizens must expect will 
soon be adequately and completely 
covered. 
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Era of Paradox 


The trend of supervision as the 
war progresses is not clear. We 
seem to be living in an era of para- 
dox. 

In order to check inflation, we 
limit the things our dollars can buy 
in order to buy more with the dol- 
lars we have. 

In order to win our fight for 
freedom, we surrender our liberties, 
and willingly accept conscription, 
priorities and censorship. 

Since strikes may mean defeat and 
an end to the right to strike, labor 


GLASS HONOR ROLL 


F INTEREST to the insurance world and 

other employes of large groups is the 
development of a commemorative plaque 
designed to honor those who have been 
called for service in our armed forces. 

The plaque is made of ground and polished 
black carrara on which a patriotic motif is 
sand-carved and painted with varnish-pro- 
tected gold leaf. The name of the company 
is inscribed at the bottom. As employees 
leave for service, their names are painted on 
the plaque with white or gold paint. When 
the list is complete, the names can be in- 
scribed alphabetically and permanently by 
sand-blasting. 

The use of sparkling glass releases critical 
metals for war needs and provides an eco- 
nomical and permanent memorial impervious 
to tarnish. 

Information regarding the manufacturer 
can be obtained by addressing the Editor of 
BEST'S INSURANCE NEWS. 


surrenders its right to strike. Anq 
as a Nation, all of us regiment oyr. 
selves to fight and die because we 
covet peace and a life of freedom, 

Insurance will not escape the trend 
of the times. Already supervision, 
in the light of war conditions, has 
exercised forbearance in order to 
preserve for the future the right to 
forbid. 

But notwithstanding these appar- 
ent inconsistencies, when the peace 
is won, monetary values, competi- 
tive markets, freedom of action, col- 
lective bargaining, and free enter- 
prise will have been preserved and 
restored to a free America. 


Survival Certain 


Insurance will survive this present 
war and its aftermath, just as it sur- 
vived the first World War and the 
subsequent economic chaos. I be- 
lieve this to be true because insur- 
ance is founded in actuarial science 
and based on the law of mathematics, 
It will survive whether this war is 
won in six months or six years. In- 
dividual companies may live or die 
according to the human skill and 
honesty of their managements. The 
war is an incident, not a determining 
factor in the future of insurance. 
And supervision, like management, 
will be good or bad, will succeed or 
fail, according to the capacity and 
integrity of the men in whom the 
public places its trust. The principle 
of insurance is sound and enduring. 
It will live in the post-war era of 
Germany, Italy and Japan, as well 
as in America, Britain and _ the 
United Nations. 

At the moment, supervisors of in- 
surance are confronted with the 
same challenge that confronts every 
industry, business, and individual in 
the Nation—a challenge that calls 
for the suppression of self-interest, 
the rigid imposition of self-disci- 
pline, and the restraint of competi- 
tive rivalry where such rivalry will 
undermine or destroy the faith of 
our people in the principle of free 
enterprise under a republican form 
of government. You men of the in- 
dustries, and we of the govern- 
ment, must keep faith with the men 
who will fight this war and answer to 
them when they return home. It is 
a challenge to be met with an in- 
exorable courage and, God willing, 
with honor and success. 
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TATE Insurance Director Frai- 

zer announced June 26th that 
B. B. Gribble who has been Actuary 
of the Nebraska State Insurance De- 
partment since 1929 is resigning 
effective August Ist to accept a posi- 
tion with the World Insurance Com- 
pany of Omaha, Nebraska. Mr. 
Gribble first joined the Department 
of Insurance as an examiner in the 
year 1925 and his connection has 
been continuous with the Depart- 
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ment since that date. He graduated 
from the University of Nebraska in 
1925. He is a member of the Bar of 
Nebraska. 

Mr. Gribble’s dyties will be, to a 
considerable extent, assumed by 
Donald R. Hodder who has been an 
examiner in the Department since 
the first part of 1938. He will have 
the title of Assistant to the Director. 
Mr. Hodder was born in Omaha and 
graduated from the University of 


Nebraska in 1934. Prior to his em- 
ployment by the State Insurance 
Department, Hodder had been con- 
nected with the Midwest Life Insur- 
ance Company. He has had wide ex- 
perience in examining insurance 
companies in Nebraska and in vari- 
ous parts of the country, having re- 
cently returned from New York 
City, where he was engaged in a 
company examination, to prepare for 
his new duties in the Department. 
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RECORD LIFE SPAN 


HE recent passing of Mrs. Caro- 

line Randall, the last but one of 
the real Daughters of the American 
Revolution, marks the termination 
of an extraordinary life span over 
two generations. Her life and the 
life of her Revolutionary father to- 
gether covered a total of 177 years. 
According to Dr. Louis*I. Dublin, 
Third Vice-President and Statisti- 
cian of the Metropolitan Life Insur- 
ance Company, this is an event 
unique in vital statistics records. 
“As a general average,” he said, “the 
interval between the dates of birth 
of father and child is about 30 years ; 
in this instance it was 85 years. The 
limit between the extreme dates, the 
birth of a father and the death of a 
daughter, is usually in the neighbor- 
hood of 70 years, but a stretch of 
177 years, as in the case of Stephen 
Hassam and his daughter, Mrs. 
Randall, borders on the miraculous. 
It is equivalent to a stretch of close 
to six ordinary generations.” 





WILL THE WIND BLOW? 


HAT’S often impossible to pre- 
dict, just as it’s often im- 
possible to predict in advance the 
policy that will best meet a pros- 
pect’s requirements. But Ameri- 
can United Life agents are fortu- 
nate in having a complete line of 
participating and non-participat- 
ing plans to fit any situation—no 
matter how the wind blows. And 
they’re fortunate, too, because 
they enjoy large renewal com- 
missions during the early years of 
each contract. Write for details. 
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AMERICAN UNITED LIFE INS. CO 


INDIANAPOLIS INDIANA 


NEW RHODE ISLAND 
COMMISSIONER 


AUSTIN CARROLL, | for- 
emerly Production Manager of 
the Manufacturers Casualty Insur- 
ance Company and the Manufac- 
turers Fire Insurance Company, has 
accepted appointment as Insurance 
Commissioner of Rhode Island, suc- 
ceeding Henri N. Morin. It is under- 
stood Commissioner Morin resigned 
July Ist to accept an offer appointing 
him as an expert and consultant on 
the staff of the United States De- 
partment of Justice which, according 
to informed sources, has adopted 
plans for a Federal Grand Jury in- 
vestigation of the fire insurance busi- 
ness. 
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WAR BONDS 


Life insurance agents of the 
United States in their voluntary 
drive to aid the Government’s financ- 
ing program, have already sold War 
Savings Bonds to more than seven 
and a half million American work- 
ers. Purchases of U. S. Government 
bonds by the 300 American life in- 
surance companies since January 1 
have been greater than the net in- 
crease in total assets of these com- 
panies, representing not only all new 
funds available, but part of old funds 
being reinvested. 


Staridaid Life 


INSURANCE COMPANY 
« INDIANAPOLIS « 


AGENCY PRACTICES 
COMMITTEE 


ODIFICATION of the inter- 

pretations of the Agency Prac- 
tices Agreement to meet changed 
conditions brought about by the war 
have been made by the Agency 
Practices Committee of the Associa- 
tion of Life Agency Officers, to op- 
erate for the duration of the war, in 
a letter sent to agency executives. 
The committee announcement points 
out the need for recognition of the 
fact that some agents have gone into 
war industry and desire to maintain 
their relationship with the life insur- 
ance business, intending to return to 
it immediately upon the close of the 
war. 

It has been decided, therefore, to 
interpret the agreement concerning 
part-time agency contracts in cities 
over 50,000 so that the contracts of 
the men who go into war industry 
can either be held in suspense with- 
out penalty or continued on an active 
basis temporarily. However, no new 
part-time contracts are to be made. 
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IN SERVICES 


As many life insurance employees 
have already been called into the 
armed services as in the entire period 


of World War I. 











THE BOSTON MUTUAL 
LIFE INSURANCE CO. 


Sist YEAR OF SERVICE TO THE 
PEOPLE OF NEW ENGLAND 
A company of high character and standing. 
It is known for its conservative manage- 
ment and strength. 
ay R. BENTON, President 
WARD C. MANSFIELD 
Secretary-Treasurer 


Home Office 
Boston, Massachusetts 
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BIG INSURANCE BUYERS 


ANAGERS and executives lead 

all other occupational groups 
both in number of big policies bought 
and in total volume thus purchased 
during the first half of 1942, accord- 
ing to The Lincoln National Life 
Insurance Company’s quarterly sur- 
vey of buyers of life insurance poli- 
cies for $10,000.00 or more. Skilled 
workers ranked second in both clas- 
sifications. 

Listed according to number of big 
policies bought, the occupational 
groups were: managers and execu- 
tives; skilled workers; individual 
proprietors; professional men; 
clerks ; students and salesmen. 

Listed in order according to vol- 
ume thus purchased the groups 
were: managers and _ executives; 
skilled workers; professional men; 
individual proprietors; clerks; 
housewives; salesmen and students. 


FLAG DESIGN AWARD 


HE Patriotic Service Cross of 

the United States Flag Associa- 
tion was presented to Vice-President 
L. Seton Lindsay of the New York 
Life Insurance Company July 16th, 
following the announcement that 
NYLIC REVIEW, New York Life 
magazine, won the award for the 
most outstanding photographic cover 
design of a company magazine fea- 
turing the Flag of the United States. 
The presentation was made by Wil- 
liam F. Seals, Director of the Asso- 
ciation, at the Company’s home 
office. 

The magazine’s cover was adapted 
from a photograph by Leslie V. 
Hough of Somerville, N. J., which 
had been rendered in full color by 
William J. Smith, of Cavanagh & 
Bensinger, 19 West 44th Street, 
New York, N. Y. 


LIFE INSURANCE AND 
SAVINGS 


_ Total equities of American fami- 

lies in savings accounts and life in- 

Surance are today $55,459,000,000 

which is 3% times the total in 1917, 

or $39,442,000,000 more than 

7 at the beginning of World 
ar I, 
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“Catch him! That’s rubber!” 








INSTITUTE OF LIFE INSURANCE 


WILBUR NELSON, well- 
e known for his newspaper 
writings on life insurance topics and 
his public relations and promotional 
work in the insurance field, has been 
added to the staff of the Institute of 
Life Insurance to direct the activities 
of the new “Keep Well Crusade” 
launched by the Institute on June 29. 
The response accorded the an- 
nouncement of the “Keep Well Cru- 
sade” has made necessary enlarging 
the scope of the activities projected 
for the health conservation cam- 
paign, and Mr. Nelson will have 
charge of this program. 

In 1914 Mr. Nelson entered ad- 
vertising with a Chicago agency. At 
the outbreak of the war in 1917 he 
joined the Navy. After the war he 


became associated with the National 
City Company of New York in the 
Chicago office; entered newspaper 
work in 1922 with the Rochester 
Journal-America in Rochester, 
N. Y.; later came to New York, 
where he was insurance editor and 
columnist of the New York Ameri- 
can and following this insurance 
editor of the New York Herald 
Tribune. From 1932 to 1940 he was 
engaged in public relations work as 
assistant to the general manager of 
the National Board of Fire Under- 
writers. In 1940 he left the National 
Board to return to newspaper writ- 
ing, and became insurance editor of 
the Philadelphia Evening Public 
Ledger, also syndicating an insur- 
ance column through the Ledger. 
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L.O.M.A. CANCELS 
CONFERENCE 


HE Board of Directors of the 

Life Office Management Associa- 
tion at a meeting held on June 26 
voted to cancel the 1942 Annual 
Conference which was scheduled to 
be held in Swampscott, Massachu- 
setts, on September 28-30. This ac- 
tion was taken in compliance with 
the request of Joseph Eastman, Di- 
rector of the Office of Defense 
Transportation, that Conventions 
and group meetings be postponed in 
order to relieve the strain upon our 
transportation facilities. A business 
session will be held in New York 
City on September 30 to elect officers 
for the ensuing year and dispose of 
other items of business as called for 
in the By-laws. 

Printed proceedings of what 
would have been the conference pro- 
gram will be published in the usual 
manner. It will contain papers sub- 
mitted by authors on pertinent sub- 
jects relating to the Association’s 
field of interest and several com- 
mittee reports. 

The results of the 1942 L.O.M.A. 
Institute examinations have recently 
been announced. 2547 examinations 
were taken by students representing 
131 companies. In spite of the dis- 
tracting interest of the World War 
and the numerous added duties as- 
sumed by life company home and 
branch office employees, an unus- 
ually large number of young men 
and women are retaining their in- 
terest in the L.O.M.A. long range 
educational program. Furthermore, 
life companies are encouraging their 
staffs to take the present opportunity 
to prepare for greater responsibili- 
ties in the future. 


MOSCOVITCH A.S.A. 
ASSOCIATE 


ARRY S. TRESSEL, Consult- 

ing Actuary, 10 South La Salle 
Street, Chicago gives notice that 
N. A. Moscovitch, associated with 
him since 1936, has become an asso- 
ciate, by examination, of the Ac- 
tuarial Society of America. Mr. 
Moscovitch is a graduate of the Uni- 
versity of Manitoba and holds a 
Ph.D. in mathematics from the Uni- 
versity of Chicago. 


26 





SOCIAL SECURITY 
CALCULATOR 





ARL B. SHIELDS (Advertis- 

ing), 624 South Michigan Ave- 
nue, Chicago, has recently developed 
a copyrighted specialty in the form 
of a Calculator to produce results 
under Social Security benefits. It 
covers the various complicated com- 
binations based on average monthly 
income, number of dependents, num- 
ber of years to pay, etc., that are 
possible under the Social Security 
Act. We feel that it would be a valu- 
able sales aid in the form of a pro- 
motional tool for the life insurance 
salesman, and it is available at a 
cost low enough to permit an agent 
to distribute the Calculator generally. 
The cut accompanying this article 
gives some idea of the circular set-up 
of the Calculator. 


Samples Available 


Mr. Shields is willing to send 
samples of his device in reasonable 
quantities to insurance company offi- 
cials who may wish to get reactions 
from their Managers or others. 

For quantity orders (at the above 
address) the following costs apply 
for the Calculator: 5M copies, $300; 
10M, $444 ; 20M, $713 ; 30M, $967 ; 
50M, $1,456; 75M, $2,073; 100M, 
$2,669. Envelopes, if required, are 
quoted extra. 


INSURANCE HELPS BOND 
SALES 


UNIQUE plan designed to in- 

crease the sale of war bonds to 
employees has been launched by the 
United States Life Insurance Com- 
pany, according to an announcement 
by Richard Rhodebeck, superintend- 
ent of agencies. The plan ties in the 
company’s monthly reducing term 
insurance with “payroll allotment” 
purchases of U.S. War Bonds. 

The insurance feature of the plan 
is based on a monthly reducing term 
policy over a period of 10 years, 
which is the time necessary for 
Series E bonds to mature. Deduc- 
tions for both the insurance pre- 
miums and the purchase of war 
bonds are made automatically by the 
employer's payroll department. In- 
surance premiums are payable for 
only 24 months, when the policy be- 
comes paid-up. Should the insured 
die any time during the 10-year 
period the company pays to his bene- 
ficiary a sum sufficient to purchase 
the balance of the bonds originally 
planned. The policy is issued on a 
non-medical basis but the company 
reserves the right to examine in 
certain cases. 

The program calls for systematic 
war bond purchases for 10 years. At 
the end of this period the bonds start 
to mature, thus providing a steady 
income for 10 years. Provision has 
been made that, in the event of dis- 
continuance of war bond sales, indi- 
vidual programs may be continued 
through any plan of systematic sav- 
ings the insured may choose. 

In companies where the “pay-roll 
allotment” plan for the purchase of 
war savings bonds has not already 
been installed, company agents vol- 
unteer to organize the plan for the 
employer. The purchase of insur- 
ance in conjunction with the pur- 
chase of war bonds on the salary 
allotment basis is not compulsory. 


SURRENDERS LOW 


American families are holding on 
to their life insurance as never be- 
fore, the surrender of policies in the 
first half of this year reaching a 
new all-time low rate; surrenders 
were 20% lower in first half com 
pared to last year according to the 
Institute of Life Insurance. 
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alee: eset Something Useful 


in- ROUP insurance became thirty Something Timely 


to years of age July Ist, the anni- 








a 
he versary of the effective date of the Something Attractive 
n- first big group insurance contract 
n worked out for Montgomery Ward =e 
r & Company by the Equitable Life and you have a 
h Assurance Society of the United 
a States. This is reported by William GOODWILL BUILDER 
t” J. Graham, vice-president of the ~ 
Equitable, who said: “It is a notable 4 
an anniversary in insurance and in in- 
‘m dustrial relations, and marks a 
rs monumental contribution from both 
ow Montgomery Ward & Company and 
Ic- the Equitable Life to the betterment 
- of employer-employee relations.” 
ar The contract was originally writ- 
he ten without requiring medical ex- 
n- amination, covering 2,900 employees 
or for an aggregate volume of $5,900,- 
e- 000 of group life insurance. Today 
ed the same contract has grown to cover 
ar 46,650 employees of Montgomery 
ie- Ward & Company for more than 
se $50,000,000 of group life insurance 
lly protection on employees in Chicago 
a and various divisional headquarters 
ny and expanded warehouses and stores 
in scattered all over the United States. 
These same employees, in addition to 
tic the group life contract, are covered . . $ . E 
At by the Equitable under a group acci- Bk Rid is a subject in which there is 
re dental death and dismemberment in- a wide interest today and there are Sour 
; surance policy for a corresponding x : aia? nf; 
as volume of insurance. who are not interested in receiving inior- 
rH Since hc introduction, yi in- mation on this subject. 
; surance has grown to spread security : 1. BY : 
. to employees now numbering 13,- } Connecticut Mutual’s First Aid Index, 
000,000, employed in 30,000 com- giving in an unique manner the symptoms 
oll panies, large and small, for approxi- and treatment for all sorts of accidents, is 
of re ee building goodwill for members of Con- 
a In addition, there are many millions ul : €&e : : aitipres 
a of dollars of insurance coverage necticut Mutual’s unique organization, 
he under other forms of group protec- The Dependables. 25,000 prospects and 
nw tion which followed in the wake of i ‘ved thi will Builder 
id group life insurance, such as group clients receive is Good 
nt accident and health; group acci- recently. 
} dental death and dismemberment ; ; ” 
group hospital expense insurance “Sales Helps in Step with the Times 
and surgical benefits for employees 


and their dependents; and group 
annuities for pension purposes. 


mn ° 
va In 1911, Mr. Graham, then resi- : 
he dent in Chicago, negotiated and 


. helped develop the contract with 

. Montgomery Ward and Company Lif } rance C o 
°Ts ™ ’ « » 
m and as a result became Superintend- e insu ¥s 
he ent of the first Group Insurance De- 





partment established in this country. 96 years of Dependable Performance 
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Chicago 
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“The Central West’s Daily 
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NEW HAMPSHIRE RULING 
CONVERSION OF POLICIES 


“It is the opinion of this Department that companies 
issuing policies of group or wholesale life insurance 
which contain a conversion privilege should, upon proper 
application by the insured, convert such policies without 
restrictions other than those contained in the original 
policy. 

“Group and wholesale policies usually contaifi a pro- 
vision to the effect that the company will convert the 
policy to any other form of policy customarily issued by 
the company-except term insurance. It is believed by 
this Department that some companies are construing the 
wording of this conversion privilege as granting them 
the right to insist that the insured accept a policy form 
which they have only recently been issuing, and which 
contains restrictions that were not incorporated in the 
original contract. This action by companies clearly indi- 
cates to us that such a clause is ambiguous, and we are 
of the opinion that where such ambiguities exist, it is the 
duty of the Department to construe such contracts in the 
light most favorable to the insured. As the wording em- 
ployed is that of the company, it is consistent with both 
reason and justice that any fair doubt as to the meaning 
of its own words should be resolved against it. 

“We will therefore expect all companies to refrain 
from requiring that these policies be converted into poli- 
cies containing restrictions or limitations other than 
those contained in the original contract.” 


Arthur J. Rouillard, Insurance Commissioner. 
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LIFE INSURANCE IN 
NEW YORK STATE 


HE New York State Insurance Department has pub- 

lished an advance printing of the principal statistical 
tables from its annual insurance report for 1942 cover- 
ing business of the year 1941. 

The booklet shows that the regular life insurance 
companies which are licensed in New York State owned 
total admitted assets as of December 31st last of $28,- 
613,341,036, of which amount $13,457,587,712 was 
owned’ by New York State companies, $15,069,650,684 
by other state companies, and $86,102,640 by Canadian 
companies, this latter figure being for the United States 
branches only. 

Capital and surplus funds are shown as follows: New 
York State companies : Capital, $3,550,415 ; surplus and 
contingency reserves, $713 075,763. Other state com- 
panies ; Capital, $24,568,130; surplus and other similar 
funds, $536,166,190. United States branches of Cana- 
dian Companies : Capital, $1,200,000; surplus and simi- 
lar funds, $5,628,383, a total for the three groups of 
companies of Capital, $29,318,545; surplus, etc., $1,- 
254,870,636. The net reserves on policies and annuities 
totals $23,093,687,320, separated as follows: New York 
State companies, $10,757,966,034; other state compa- 
nies, $12,266,581,277 ; United States Branches of Cana- 
dian Companies, $69,140,009. 

The consolidated insurance exhibit shows for New 
York State companies : Insurance issued in 1941 (Ordi- 
nary only), $2,304,915,467; revived and increased, 
$59,274,158; total in force at the end of the year, $30,- 
134,271,344. Other state companies: Issued, $3,505,- 
654,199; revived and increased, $83,567,471; in force, 
$38,694,983,707. United States Branches of Canadian 
Companies : Issued, $15,752,801 ; revived and increased, 
$3,044,446; in force, $290,617,428. For Group insur- 
ance the insurance figures are, for all companies (the 
three classes) : Issued, $1,122,741,036; revived and in- 
creased, $4,449,984,959 ; in force, $16,401,347,986. The 
Industrial insurance for all United States companies 
(the Canadian companies licensed in New York do not 
issue Industrial) : Issued, $1,595,109,267; revived and 
increased, $184,207 ,085 ; in force, $16,976,308,610. 

The aggregate figures for all insurance operations for 
the companies licensed in New York State (United 
States Branches only for the Canadian companies), cov- 
ering Ordinary, Group and Industrial, are: Issued, 
8,828,627 policies for $8,544,172,770; revived and in- 
creased, 146,518 policies for $4,780,078,119; policies in 
force, 95,977,076 for $102,497,529,075. 


NEW CANADIAN INCOME TAX ACT 
PREMIUM CREDITS CONSIDERED 


MONG the resolutions moved by the Honorable 

J. L. Ilsley, Minister of Finance of Canada, in the 
House of Commons at Ottawa, June 23rd, in connection 
with the amendment of the Income War Tax Act, was 
one which contained a provision granting a form of 
exemption for life insurance premiums paid as a credit. 
The new Canadian income tax includes an amount of 
“minimum savings requirement” (compulsory savings ) 
which will be returned to the taxpayer after the war. 
The part of the total tax which represents “compulsory 
savings” is set at the lesser of one-half the total tax, 
or 8% of the income of single (max. $800) and 10% 
of married (max. $1,000). The exemptions granted in 
the Act for principal payments under a mortgage, pay- 
ments into super-annuation funds, and payments on 
life insurance premiums are made only against the ac- 
tual amount paid in the total tax on account of the com- 
pulsory savings and are not allowed as credit against 
the taxable income. For instance, a married man with- 
out children and with an income of $2,000 a year is 
liable under the present law for a tax of $175. Under 
the rates proposed, he is liable for total amount of $431, 
of which $231 would be tax and $200 his minimum sav- 
ing requirement to be refunded after the war, with 
interest at 2%. Furthermore, the allowance is made 
only on account of premiums paid on life insurance poli- 
cies which were in force prior to June 23, 1942—new 
insurance contracts are not included. These deductions 
reduce the amount to be returned to the taxpayer under 
the compulsory savings plan after the war. 


Similar Actions 


This action of Canada, in principle, follows the sys- 
tems employed in Australia and Great Britain where 
premiums on life insurance policies for specified pur- 
poses and within limits are granted certain allowances 
in computing taxable income. 

The National Association of Life Underwriters, the 
Chamber of Commerce of the State of New York, and 
the National Association of Insurance Commissioners 
have recommended that some similar credit be allowed 
in this country, but no action on this proposal has as yet 
been taken. Life insurance policyholders already pay a 
large sum each year in the form of indirect taxes and 
there seems to be no equitable reason why they should 
not be granted this concession. 


CANADIAN TAXATION OF PREMIUMS 


Ox JUNE 23rd, the Minister of Finance of Canada 


presented the Annual Budget to the Dominion Par- * 


liament in Ottawa and proposed that a tax of 2% be 
levied upon the net premiums received by life insur- 
ance companies in Canada. Heretofore, the Dominion 
has not taxed such premiums. Some press reports have 
stated that this proposal involves an additional tax ant 
in this respect are incorrect. 
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The situation is that the Provinces of Canada, all 
of which have taxed life insurance premiums at rates 
averaging about 2% for many years, have by agreement 
with the Dominion abandoned such taxes for the dura- 
tion of the war and one year thereafter, and that the 
Dominion, therefore, will be merely stepping into the 
shoes of the Provinces in imposing this new tax. It is 
therefore not an additional tax. 














W hat is Cleveland’s most convenient hotel? 


HOTEL CLEVELAND, OF COURSE 


* 
And where is Hotel Cleveland? 


On the Public Square, and connected 
by covered passage to the Union Ter- 
minal and Terminal Garage . . . close 
to stores, theatres, office buildings, 
Federal buildings, piers, Public Audi- 
torium, Stadium, sporting events. 


* 
Is Hotel Cleveland modern? 


Yes, indeed! Most of its rooms have 
been recently modernized .. . its res- 
taurants are air-conditioned, and one 
of them, the Bronze Room, has be- 
come famous—it always has a “big 
name” band playing for dancing. 


Hotel Cleveland is comfortable, 
too, and has a cheerful welcome 
for all who come within its 
friendly doors. Let us prove our 
hospitality om your next trip 
here. We'll enjoy it, and we 
think you will, too. 


HOTEL CLEVELAND 


Cleveland, Ohio 














RUTHERFORD HEADS N.A.L.U. 


AMES E. RUTHERFORD of Seattle has been 

named chairman of the board of trustees and execu- 
tive head of the National Association of Life Under- 
writers according to an announcement made July 20th 
by John A. Witherspoon, president of the organization, 

Mr. Rutherford’s appointment was announced follow- 
ing the first specially called meeting of the association's 
board in 14 years, held in New York on July 18. In 
creating the new position, the board unanimously con- 
ferred upon Mr. Rutherford, according to Mr. Wither- 
spoon, “powers broad enough so that he will be the ac- 
tual as well as the titular head of the association, with 
more authority than the president, subject only to the 
control of the board of trustees.” In accepting the posi- 
tion, Mr. Rutherford resigned as general agent for the 
Penn Mutual Life in Seattle, effective as soon as his 
company can release him. 


Other Staff Members 


The board’s action completes realignment of the asso- 
ciation’s national headquarters staff, begun following the 
death of Roger B. Hull, managing director and general 
counsel, in January. Other members of the Head- 
quarters staff, whose appointments were announced at 
the association’s midyear meeting in Memphis, are: 
Maxwell L. Hoffman, managing director, who will con- 
tinue in charge of the administrative affairs of National 
Headquarters; Wilfrid E. Jones, executive secretary 
and editor of the association's official publication, Life 
Association News; and Donald F.. Barnes, associate 
editor and director of research. 


MILLION DOLLAR ROUND TABLE 


IFTY-NINE more top producers have qualified for 

the Million Dollar Round Table of the National As- 
sociation of Life Underwriters to bring the total number 
of qualifiers to 113, it has been announced by Robert P. 
Burroughs, Manchester, N. H., chairman of the organi- 
zation. The total includes 35 qualifying members, 26 
life and qualifying members and 52 life members. 

Six women have qualified for the 1942-43 edition of 
the Women’s Quarter Million Dollar Round Table of 
the National Association of Life Underwriters, accord- 
ing to Martha Washburn Allin, Connecticut Mutual, 
Minneapolis, chairman of the group. The annual meet- 
ing of the organization was called off coincident with 
the cancellation of the N.A.L.U. Minneapolis conven- 
tion, Mrs. Allin stated. Of the six members, three are 
life and qualifying: Muriel F. Briggs, Southland Life, 
Dallas ; Lillian L. Joseph, Home Life, New York; and 
Helen M. Zepp, Equitable Society, Chicago. Anne 
Miller, Country Life, Joliet, has qualified for the third 
time in 1942 and becomes a life member. 

Other members are: Arley Cassady, Equitable So- 
ciety, Pittsburgh, life member, and Kathleen Runnells, 
New York Life, Norfolk, Va., qualifying member. 
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CIVILIAN WAR INJURY POLICY 


STANDARD form of Civilian War Injury policy, 

sponsored by the Health & Accident Underwriters 
Conference, is now in the hands of the various Insur- 
ance Departments for approval, and the management 
committee of the Conference (headed by C. O. Pauley 
of the Great Northern Life) is hopeful of blanket en- 
dorsement within a short time. The management of the 
Conference are entitled to commendation for the en- 
lightened thought and foresight put into the develop- 
ment of this form—it is timely and embraces a new in- 
surance requirement which the insurance industry on 
its own was quick to recognize. 

The policy, which will call for a flat $5.00 annual 
premium, provides indemnity for loss of life, limbs, 
sight (maximum of $5,000) and specified expenses (not 
exceeding $500) by accidental means resulting from 
certain civilian war injuries. The policy does not cover 
bodily injuries caused by sabotage, by bodily or mental 
infirmity, by disease or medical or surgical treatment 
therefor, or injuries sustained while the policy is not in 
force or while the insured is outside the 48 states and 
the District of Columbia ; it does not cover insured while 
in military or naval service of any country at war—pro 
rata unearned premium will be refunded for period 
while insured is in such service. 


CONVENTIONS AHEAD 


August 


17 to 21—National Association of Life Underwriters, 
business session only, to be held at the Edge- 
water Beach Hotel, Chicago, III. 

24 to 26—American Bar Association, insurance sec- 
tion, Annual meeting to be held at the Hotel 
Statler, Detroit, Mich. 

31 to Sept. 2—International Association of Insurance 
Counsels. Annual meeting to be held at the 
Greenbrier Hotel, White Sulphur Springs, 
W. Va. 


September 


14 and 15—International Claim Association. Annual 
meeting to be held at the Edgewater Beach 
Hotel, Chicago, II. 

14 to 16 —Life Advertisers Association. Annual 
meeting to be held at the Edgewater Beach 
Hotel, Chicago, IIl. 

21 and 22—Insurance Advertising Conference. An- 
nual meeting to be held at Hotel Roosevelt, 
New York City, instead of the New 
Ocean House, Swampscott, Mass. 

28 to 30 —Life Office Management Association. An- 
nual meeting to be held at the New Ocean 
House, Swampscott, Mass. 

Sept. to Oct. 1—National Fraternal Congress of 
America. Fifty-sixth annual convention to 
be held at the Hotel Morrison, Chicago, III. 
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Study On 
Continuity 


(reading time 29 seconds) 


Year by year, every year since inception, Con- 
tinental Assurance has grown in life insurance 
in force and in admitted assets. Last year, gain 
in new business written was more than one-third 


of the total written in the preceding 29 years! 


An agency-minded company, building its sales 
and cooperation program on the basis of work- 
ing with agents . . . Continental Assurance could 
not have attained its present eminence without 
corresponding growth and progress of individual 


Continental field units. 


Looking into the record provides a thoughtful 


study in continuity . . . and cumulative effort. 


Nationally Known for 
Strength anh Ginaih 


rahe Pe 
‘ConlinenlaL 


ASSURANCE COMPANY 
CHICAGO, ILLINOIS 





Affiliated with 


CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY 











“KEEP WELL” CRUSADE 


NATION-WIDE “Keep Well Crusade,” encorseg 
by high government officials and leading medical 
authorities, is being launched through the Institute of 
Life Insurance as a new, major contribution of the life 

100 Percent insurance business to the war effort. 
. Keynoting the “Keep Well Crusade” is a set of five 
simple, fundamental rules of health, formulated by the 
Back of Institute in collaboration with Dr. Parran, and one of 
the major objectives of the campaign is’to drive them 
home to the American public, reiterating them again and 
The Government again through advertising, posters, direct mail and the 
oF 2 spoken word until they are imprinted on the conscious. 

ness of millions of Americans. 


Rules of Health 


In April we had a meeting of . EAT RIGHT. Milk, butter, eggs, fish, meat, 
cheese, beans and peas, fruit, leafy green 

our Home Office employees— vegetables and the yellow ones, whole-grain or 
enriched cereals and bread—these are the key 

623 of them—about the payroll foods. Eat plenty of them. And eat 3 meals 

: ; a day. 

deduction plan for buying War . GET YOUR REST. Regularity counts most. 
You can’t catch up on lost sleep or missed 

Bonds. relaxation. Try to keep on a regular schedule 
every day. Take it easy for a little while after 


Eee , lunch and dinner. Go to bed on time, get up 
Within forty-eight hours ev- on time. 


| See ee ae 3. SEE YOUR DOCTOR ONCE A YEAR. You 
ery employee in the building ha have your car checked and serviced every 
. d betes | thousand miles. Do as much for your body. 
signed up, authorizing regular Physicians can prevent many diseases and 
. . illnesses for both children and grown-ups 
deductions from their compensa- nowadays. Give your doctor a be a 
. BEFORE you get sick. Go to see him. 
tion for the purchase of Bonds. . KEEP CLEAN. Plenty of baths, lots of soap. 
Clean hands, clothes, houses, beds. Get fresh 
air, sunshine. Drink lots of water. 

. “PLAY” SOME EACH DAY. Romp with the 
family, visit with friends, take walks, play 
games—or do whatever you like to give your 
body and mind a change from the daily grind 
on the job. “All work and no play makes 
Jack a dull boy.” 


Important Service 


The crusade is being undertaken by the life insurance 
companies and agents to help relieve the situation cre- 
ated by the large number of doctors and nurses being 
drawn from civilian practice to serve with the armed 
forces. By the end of this year 35,000 nurses and 
40,000 doctors and dentists will be away at war. That 


The NATIONAL LIFE AND | pat is nearly one-third of America’s total medical force. 


Through this ““Keep Well Crusade” the life insurance 


Aaa business can render a service of prime importance to the 
ais ACCIDENT Insurance Co.,Lnc. oy 7) nation in a time of crisis. And the individual under- 











C. R. CLEMENTS, President THE SHIEL ivi i i ich -will ez 
ck. GEA, Clabes of te Beate ve pan activity of direct aid to the war effort which -will earn 


the goodwill of his fellow-citizens and enhance his pres- 
tige in his community. 


AC ye HOME OFFICE, National Building, NASHVILLE, TENN. “Se writer will have the satisfaction of participating in an 
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UNDERWRITERS AID UNCLE SAM 


BOND PLEDGES ALMOST A BILLION 


ALES and pledges of War Savings Bonds by vol- 

unteer “minute-man” members of the National Asso- 
ciation of Life Underwriters have reached a total of 
$926,345,336 as of July 1, it is announced by William 
H. Andrews, Jr., Jefferson Standard, Greensboro, chair- 
man of the committee in charge of the association’s sell- 
ing effort. 

More than 360 of the organization’s local units are 
active in the sale of bonds, principally through salary 
savings plans. Nearly 18,000 members are installing 
the plans, in large and small firms in almost every city 
in the country. Preliminary contacts have been made in 
66,624 firms, and the association volunteers have placed 
in action plans calling for weekly or monthly salary 
allotments by employees in 43,965 of these concerns. 

Employees in the contacted firms total 12,504,446, 
and 8,029,052 of these have joined the savings plan. 
Cash sales to date have been $192,008,648, with yearly 
pledges of $734,336,688 bringing the grand total of sales 
and pledges up to $926,345,336. Since March 1, asso- 
ciation bond sales have averaged over $175,000,000 per 
month. Cumulative totals at the first of each month, 
showing the rapid rise in the figures, are as follows: 
December 1, $3,000,000; January 1, $32,644,785; Feb- 
ruary 1, $117,756,430; March 1, $205,002,953; April 1, 
$394,020,548 ; May 1, $588,485,816; June 1, $739,488,- 
385; July 1, $926,345,336. 


Primary Objective 


The primary objective of the National Association’s 
bond-selling volunteers is $1,000,000,000 in sales and 
pledges by the time the National Council holds its annual 
meeting in Chicago on August 18. With just $73,654.- 
644 to be sold during July and the first half of August 
to assure that total, however, the association should meet 
the first objective easily. Association workers are doing 
a three-step job in the sale of bonds, Mr. Andrews said. 
First, they are attempting to install the payroll savings 
plan in all the firms in their community. Second, they 
are working to assure 100 per cent participation of em- 
ployees in every plan installed. And third, when the first 
two steps have been completed, they are checking back 
to bring the average of sales up to 10 per cent of the 
firm’s payroll, the total asked for by the Treasury De- 
partment. 

“In the past two months association members have 
done much to increase the average contribution to the 
plan,” Mr. Andrews declared. ‘While in May the em- 
ployees enrolled under direction of association members 
were investing just over $6.10 a month, now the average 
has risen to more than $7.60.” 





General Agency wanted in Florida, California or Oregon 
by a big personal producer. At present in another busi- 
ness practically eliminated by war, hence this ad. A 
small outlay and the suggested territory cannot fail to 
bring a rich harvest. Progressive stock company pre- 
ferred. Write Box L-30, Best's Life Insurance News, 75 
Fulton Street, New York, N. Y. 
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U.C. Gives acents 


“PURE PROTECTION” ...Unique, non- 

convertible term policy proves 

ideal "key-man" business insur- 
ance during war years! 


Just the kind of protection today’s 
businesses need 


“Pure Protection” is a natural for business firms 
whose operations depend upon one or more “key” 
men. And there are more of these today than 
ever ... organizations owning government con- 
tracts, where the death of an important leader 
might easily cause a production bottleneck that 
would bring on losses of hundreds of thousands 
of dollars. 


Great selling story 


Union Central agents are finding that “Pure Pro- 
tection” hits the interest of many executives who 
have previously been cold to any type of business 
insurance. The combination of an unprecedented 
need for large amounts of protection, and the 
specific unique features of this policy, make it 
easy for them to sell. 


Amazingly low-cost 


“Pure Protection” carries a lower premium than 
any insurance policy U.C. has ever offered in 
75 years of business. That fact alone is a great 
“door opener.” 


Advertising-merchandising support 


Behind “Pure Protection” and the sales forces’ 
personal selling is a wide schedule of national 
advertising, direct mail and agents’ sales aids . 

a program that is designed to interest every man 
in America in this new type of policy, not only 
for business protection, but to help him solve his 
1943 wartime life insurance problems. 








“IT’S GREAT TO WORK FOR 
A COMPANY THAT GIVES 
ITS AGENTS REAL SALES HELP, 
IDEAS AND TIMELY POLICIES!” 





The UNION CENTRAL LIFE 
INSURANCE COMPANY 


Cincinnati 





JUNE 30, 1942 STATEMENT FIGURES 


(Unless otherwise stated, bonds in gocd standing are carried on the amortized basis, bonds in default at market values, stccks at ‘‘Association”’ 
Most life insurance companies do not prepare semi-annual statements (they are not required to do so) and the fellowing table th is i } 


plete. 





Surplus and 


New 


Total Admitted Net 
Assets 


Amalgamated L. é H. (il y 


$496,729 
Bankers (Nebr.) : 


1,600,666 
13,433,119 


2,526,882 
*102,900,000 


124,135,493 
187,312,822 


2 615.840 
9,388 


785, 408-100 
8,326,098 


46,271,608 
*$29,539,175 
*297,000,000 


3,614,489 
3,905,682 
1,055, b 


"739, 1632 


Reserve Capital Spec: 


$2 ay 000 $279,058 
0,000 . : 


283,068 
*g7,250,000 


7,271,371 
131,636,296 


6,000,000 
2,500,000 
370,983 400,000 
1,174,889 
*573,196,007 
4,505,610 300, 000 302,616 
3,911,360 445,600 1,165,929 


1,055,159 100,000 
1,816,883 100,000 
12,645,602 


137,911 
163,061 


39,908,980 
*626,460,657 
*231,400,000 


234,132 
297,124 


110,000 


200,000 
2,500,000 
546,175 
919,150 
150,388 


jal Funds 


Renewal 
= 





Pr 
= 
$111,994 


248,149 
728,797 


$90 
1,423,758 
2,860,022 


1,653,800 
114,850 


694,025 
3,294,515 


me 
_BBerge 
‘e* 


149,771 
176,700 
314,969 


196,251 
a1,336,242 
3,117,854 ,850,099 
95,883 


608,913 
124,157 1,242,772 
23,899 


104,460 


Total 

Income 
$115, ane 
2, 548.7 


715,39 
11,424,510 
498,606 
8,301,189 


12,536,291 
21,965,279 
808,996 
115,993 
20,812,114 
67,251,804 
401,147 
2,539,218 


445,714 
281,051 
1,242,889 
20,957,735 
8,937,546 


1,346,470 
33,353,411 
1,060,465 
2,126,015 
154,535 


Tot 
burse 


185,584 
810,529 
14,073,986 
5,671,994 


220,246 
211,006 
242,582 
241,036 
220,795 


814,812 


1,422,989 
81,004 





Total Paid Death 


Net Invest- 


Insurance 


Insurance 


Ind. Ine. 


Ind. Ins. 


Policyholders Claims 
$72,520 $24,500 
1,197,337 387,413 
2,503,530 ,088,710 


ment Income Written in Force 


1,176,843 ocaeal 
1,474,933 noanil 
983, 15,239,367 
1,113,947 ,071, wes 
4,517,735 ; .716, 122,735,090 
000 : 868,743 28,880,693 
23,191,227 


1,604,023 25,612,896 


1,845,941, 311 
398,219,480 


260,9: 35,061 


Ee 
































265,084,531 
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5,148,827 63 
1,350,708 23,469 14 





29,802,300 
3,161,000 
41,361,666 
911,180 





31,351 7,057,950 14,553,554 
50,762 
6,422,225 
28,707 204,803 
462,054 
1,092 


37,743,211 

8,811,989 
511,104 3,709,779 
929,622 


1,145,487,049 
52,831,585 
103,195,526 


13,160 9,437,654 


d Stocks at market. 

e Ordinary and Group only—reinsurance ceded deducted. 
f Not including annuities. 

g Book value. 


h Stocks at_cost. 
i Includes Industrial. 
j Excludes Deferred Annuities. 


* Approximate. 
a Includes pottent and Health. 


usiness. 
c Stocks at cost or market, whichever is lower. 
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Gacts WITHOUT FFumbling / 


BEST’S A.&H. BUYERS’ GUIDE 


Accident and health policies are not puzzles of complicated clauses and highly 
technical wording when you use BEST’S A. & H. BUYERS’ GUIDE! The GUIDE 
strips away the confusing phrasing . . . gives you a clear, comprehensive view 
of the entire business . . . shows, instantly, the leading contracts of all the 
important companies and the complete financial status, operating data and 
Best's policyholders’ rating of those companies! 


Here are the fundamentals of the accident and health business—that everyone 
can understand! Whether you are an old-timer or a novice in this highly 
profitable line, you can instantly grasp the GUIDE'S chart analysis and—so can 
your prospects! Use the coupon—order your GUIDE today! 


CONTENTS OF THE GUIDE: 


400 leading a. and h. policies of over 100 
companies—a complete chart analysis. 
ALL WAR CLAUSES SHOWN. 


Over 50 hospitalization policies—a com- 
plete chart analysis. 


Financial and operating data for over 165 
companies. 


States in which they are licensed. 


Best's general policyholders’ rating. 


PRICE—$2.50 (plus postage)—Quantity dis- 


35,090 
rps: counts. 


41311 3 BEST'S: SS SS SSS SSS SSS SSS SSS SSS SSS ee 


19,480 
an sia Aan. 
BUYERS GUE, ALFRED M. BEST COMPANY, INC. 


75 Fulton Street, 


\ : - : New York, N. Y. 
; 949 
Mail at once copies of BEST’S A. & H. BUYERS’ GUIDE 
Check is attached (or bill me) for $ 
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FACING THE FACTS 


Because of the war-time economy, we are facing unparalleled 
conditions, not only in our national life but in our individual 
lives. This is true of all Americans, including life insurance 
men. 

There are three words that describe our efforts to adjust our- 
selves to these conditions: evade, avoid and meet. 

It is a temptation sometimes to try to evade the conditions of 
this war-time economy. But it can’t be done. 

Others of us have progressed beyond that point and are trying 
to avoid the effects of today’s conditions on our business. But 
we can’t do that either. 


What we must do is meet conditions head-on, as we find them. 
We must learn to understand conditions—to accept them—and 
to continue to sell life insurance in spite of or even because 
of them. 


Rationing, for instance, isn’t new. We must point out to our 
prospects that it is they who have always determined the size 
of their families’ ‘rations’, and that in all probability they 
always will. If they do not live through this ero of increased 
prices, they themselves will be the ones who will have dictated 
the provision made for their widows and children. 

In other words, our prospects must face the facts. And we must 
face the fact that it is still our duty to show them how. 


Lire INSURANCE COMPANY OF PHILADELPHIA 
Pennsylvania @ Founded 1865 




















AMERICAN LIFE 
CONVENTION 


The Home Life Insurance Com. 
pany, New York, N. Y., has been 
admitted to membership in the 
American Life Convention. Its ad. 
mission to the rolls of the Conven- 
tion increased the total membership 
to 166 companies, domiciled in 38 
states, the District of Columbia and 
the Provinces of Manitoba, Ontario 
and Quebec in Canada. 

The Third Annual Session of the 
Life Officers Investment Seminar of 
the Financial Section, American 
Life Convention, opened in the 
School of Business, Indiana Uni- 
versity, Bloomington, Ind., _ the 
morning of Monday, July 13th, with 
an enrollment of 52 men represent- 
ing 45 companies. Most of the men 
in attendance planned to take the 
full two-week course, ending on 
July 24th. The 1942 Seminar, as 
was its predecessors in 1940 and 
1941, is being conducted in coopera- 
tion with the School of Business of 
Indiana University. Dr. Harry C. 
Sauvain, Director of the Seminar, 
is Professor of Finance and Director 
of the Investment Research Bureau 
of Indiana University. 


DEATH BENEFITS 


Life insurance death benefits paid 
to American families in the first five 
months of this year alone, were 
greater than the death benefits of 
the entire war year of 1917, a meas- 
ure of the service being rendered 
today by life insurance in*the na- 
tional war economy. 


NET COST CORRECTION 


N THE Net Cost statistics which 

we published in our July Life 
News, through an inadvertent error, 
the Acacia Mutual Life was omitted. 
We do not have present scale figures 
for the Acacia Mutual, but on an 
actual history basis the company 
ranks’ in the $302-$303 Ordinary 
Life Table No. 3, right after the 
Continental American, with a cost 
of $19.66; it ranks in the 20 Pay 
Table (under $566-$575) after the 
Bankers of Nebraska taking 6th 
rank there with a cost of $27.43 
average ; in the 20 Year Endowment 
Table it will rank 4th with the Pru- 
dential, with a cost of $39.39. 
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SELLING TIPS 


from the HOME OFFICE 


OUT WHERE THE SELLING 
BEGINS 


VER know enchantment? Ever 

see a real actor play King Lear 
and find yourself, when the curtain 
went down, floating around among 
the stars oblivious to the fact that it 
was time to reach for your hat and 
go home? 

Well, just remember that all 
Shakespeare showed you was that 
part of Lear that held dramatic pos- 
sibilities. In real life Lear got up in 
the morning, put on his boots, had 
eggs for breakfast, signed routine 
papers, grumbled and yawned like 
every one else in the world. But 
Shakespeare could get no drama 
into that stuff; he had to rope off 
Lear at his highest pitch of living, 
his meeting with Fate—“a wild old 
man storming at heaven, bearing his 
daughter dead in his arms.” 

Out where the drama _ begins, 
that’s out where the selling begins, 
too. Boots, eggs, yawns, routine 
chatter contain no dramatic possi- 
bilities. Out beyond all that, out 
where the big bull waits to be 
thrown, out where you feel the drive 
of your spiel power, out where you 
needle the prospect with infectious 
excitement—out there’s where the 
selling begins. You can tell if 
you’ve ever been out there. It was 
the moment you forgot you had a 
hat or a home.—The Informant. 
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ASK FOR THE ORDER 


| HAVE watched many excellent 
closers in action,” says a well 
known sales executive, “and they all 
employ substantially the same tech- 
nique, Not one of them said or did 
anything extravagant. Their method 
was simplicity itself — they re- 
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peatedly asked for the ‘order.’” 

There are a great many ways of 
asking the prospect for the order, 
both directly and indirectly, and the 
really good closer is one who has 
such a large repertoire of these 
order-getting questions that he can 
maintain a strong and steady de- 
fensive without becoming offensive. 
That’s the art of closing —Sun Life 
Agency Review 
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TAKE NO CHANCES 


He brushed his teeth twice a day; 

His doctor examined him twice a year; 

He wore his rubbers when it rained; 

He slept with his windows open; 

He stuck to a diet with plenty of fresh 
vegetables; 

He relinquished his tonsils and traded in 
several worn-out glands; 

He golfed, but never more than 18 holes 
at a time; 

He got at least eight hours of sleep every 
night; 

He never smoked, drank or lost his temper; 

He did his daily dozen—daily; 

He was all set to live to be 100. 

The funeral will be held Wednesday. 

He is survived by 18 specialists, 4 health 
institutes, & gymnasiums, and numerous 
manufacturers of health foods and anti- 
septics. 

P.S.—He had forgotten about trains at level 
crossings. 

—Author Unknown 
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NOT IN "SHOW WINDOW" 


HERE never will be enough 

money to buy all the things one 
would like to have, even in boom 
periods. Business is therefore an 
intensive contest between products 
and services for the available money. 
The salesman who merely hunts for 
an existing market for what he has 
to sell is out of luck; the successful 
salesman today must create his 
market in competition with the num- 
ber of other things bidding for the 


prospect’s dollar. 

This has always been true of in- 
surance. People may be able to af- 
ford the things they need and really 
want ; but insurance does not glitter 
in the show window; it does not 
appeal to any of the physical senses. 
Therefore, the sale of insurance will 
never be “easy” in the sense that 
people will “squander” money on it 
in flush times. .. . 

There is plenty of insurance busi- 
ness to be had at all times. It may 
lie a little deeper and involve a little 
more digging at some times than at 
others—it may require some greater 
resourcefulness and clear thinking 
on the part of the salesman, but it 
is in the exercise of these qualities 
that real salesmen are made. 

—Dominion Life Bulletin 


kk 
WHAT ABOUT 1942? 


ATIONAL income will be 

higher in 1942 than in 1941. 
True enough, taxes will also be 
higher and each American citizen 
will do his part in the purchase of 
national defense bonds; even so, 
there will remain from national in- 
come a surplus for insurance pur- 
chases. No small part of this sur- 
plus will be created through the 
restriction of purchases and other 
savings which will accrue from a 
reduction in daily expenses such as 
automobile operating costs. 

There are three sources of pros- 
pects which should be cultivated in 
1942. The first of these is that great 
army of industrial workers engaged 
in the production of armaments. 

Farmers represent a second im- 
portant source of business. 

A third class of prospects is pro- 
fessional and business men and 
women.—The Fielder. 
































POSITIONS WANTED 


The individuals offering their services in this column have been 
investigated by Alfred M. Best Company, Inc, and the repre- 
sentations made as to knowledge, experience and character 
are as stated by us. No charge is made for this space as the 
only desire is to assist them and the Insurance business generally. 
Only those who are not employed will be considered. 





















L153—Mortgage or real estate department; lawyer, 36, married, 10 
years general experience and three years specialization in examination of 
titles, Illinois; very good references. 


L154—Actuarial or statistical department, part time for summer, in 
Chicago or Des Moines; $20 weekly; 2 students at Northwestern Uni- 
versity, actuarial course; age 21, Christian, very good student references. 


L156—Policyholders service dept. or similar- 23 years varied home office 
experience smaller companies, in middle west; age 39; married, child, 
very good references. 


L158—Actuarial or Statistical Department; completed M.A. degree; 
has passed three parts of Casualty Actuarial examination and Parts 
1 and 3 of American Institute of Actuaries; age 26, Jewish, not married; 
very good student references. 


L-160—Experienced Mortgage Loan Executive, now in Middle West, 
will consider position in any section of the country; 13 years’ experience 
own company, and 15 years with life insurance companies, largely one 
institution; age 53; extremely good references. 


1L163—Agency supervisor or sales instructor; 13 yrs. such experience, 
successful; New York preferred, but will go anywhere; age 54, married, 
1 child still dependent, very good business references. 


L164—Medical Director, or assistant in large company, mid west pre- 
ferred but will go anywhere; thoroughly experienced, including dis- 
ability claims; Fellow, Am. College of Physicians; age 54, married, 
one dependent; very good references. 







L167—Actuarial or statistical manager; 26 years such experience, in- 
cluding insurance department; has been actuary or assistant of smaller 
companies, although not a member of Society; age 55, college graduate, 
very good references. 


L168—Experienced general agent, age 45, eight years general agent, five 
years Home Office field work, wants general agency opening covering 
Western Illinois or Eastern Missouri; very good references. 


1L170—Claim investigator, inspection reports; will go anywhere; 15 
years such experience; age 36, married, 3 children, 2 years Univesity 
of Toledo; very good references. 





L172—Assistant to agency manager or vice president in charge of agen- 
cies; has had experience as manager of sales advertising, marketing coun- 
sel, etc., for commercial firms; special research work in selling; age 46, 
married, two children; now in east, very good references. 


L173—Advertising or editorial a reagent tala af 8 salary Lm re 


eastern or Pacific Coast territory; college graduate, 


in Journa 
woman, age 29, unmarried, very good references. 


ism ; 
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L174—Agency auditor, secretary or supervisor, advertising or cyp. 
servation manager, assistant secretary; 27 years’ such experience, in and 
out of the life insurance business; age 46, married, two children, very 
good references. 


L177—Purchasing agent or assistant secretary; 14 years such experi. 
ence with one company now merged; U. S. or ‘Canada; $175 monthly; 
age 32, not married, very good references. 


L178—Actuary, underwriter and office manager, such experience with 
small company; not a member of either actuarial society, but worked under 
experienced consulting actuary; age 26, married, one child, very good 
references. 


L182—Medical underwriter, any territory; particularly experienced with 
sub-standard; 12 yrs. fraternal and Latin-American experience with old 
line business; age 32, married, family, very good references. 


_ L183—Investment Department, bond analyst, particularly experienced 
in municipals, 15 yrs. investment banking experience; college graduate & 

arvard Bus.; middle thirties, married, Protestant, 2 children; very 
good references. 


L187—Accounting firm, or similar with insurance_company, varied 
experience includes seven years examiner for large Insurance Depart- 
ment; $3600; age 42, married; Protestant, very good references. 


L188—Actuarial clerk or office assistant, $90 monthly; Canadian now in 
Canada; six years such experience; age 31, single, Christian, College 
graduate, very good references. 





L189—Auditor, Conservation or Agency Manager; $300 monthly; 
any territory, now in middle west; 29 years such experience, last 12 
with life company sold by stockholders and merged; age 51, married, 
very good references. 


L190—Home Office agency de 
West preferred; $6,000; age 46, 


era or general agency; South or 
ence; very good references. 


» married; 20 years’ such experi- 


L193—Secretary, office manager or similar; $350; twenty-four years 
with one company, Managing Policy, Actuarial, Accounting, Real Estate 
and other departments, company now out of business; age 43 married, 2- 
children, Christian, now in middle west, extremely good references. 


L195—In statistical work H.O. or agency; $160 mo.; 10 years such 


experience leading life agency; age 28, married, one child, yery good 
references. 


L199—Securities analyst, and statistician; thoroughly experienced 
in such work; $3,600; now in east, will go anywhere; age 39, married, 
no children; very good references. 


L200—Secretary, manager or department head; 21 years experience in 
H. O. same company—renewal, conservation, mortgage loans, personnel, 
purchasing, etc., was secretary of company; will go anywhere, age 43, 
married, one child; good business references. 


L201—Claim investigator; 13 yrs. experience in special claims for 
major companies; age 39, married, 2 children, 2 years pre-law at U. of 
Kansas; prefers southwest but will go anywhere; very good references. 


L203—General position medium or small company; 9 years’ experi 
ence in actuarial, accounting, secretarial, advertising, etc. work, as 
officer of company, now changed in management in middle west; 35 
years old, married, child; rotestant; college graduate plus M.A. 
Mich. (Prof. Glover); very good references. 


1L205—Home office accountant, real estate supervisor, assistant secre- 
tary, small or medium sized company preferred; now in middle west; 16 
years such experience; age 46, married, one dependent; Mason; world 
war veteran; very good references. 
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ance companies have stood ready 

to grant life insurance con- 
tracts to certain types of aviation 
risks at no extra premium, and re- 
jections are rapidly becoming less 
numerous. The contracts, if written 
at all, are usually written without 
any rider excluding death caused by 
aviation. But the companies are 
vitally concerned with knowing 
whether they are taking on aviation 
risks, and if so, just what type of 
aviation activity is contemplated by 
the applicants. Almost universally 
they ask questions designed to ob- 
tain this information. 

The applicant’s intention is 
gathered in part from questions con- 
cerning his past experience, owner- 
ship of aircraft, possession of flying 
license and occupation in industries 
connected with aviation. But even 
when the inquiries are limited to past 
or present facts, their object is ob- 
viously to look into the applicant’s 
future, and in most instances the 
question of intention is specifically 
put. A composite form of the in- 
terrogation, made up from a review 
of application forms from several 
well-known life insurance compa- 
nies, is this: 

“Do you contemplate (or intend) 
making any aviation flights or aero- 
nautical ascensions, either for busi- 
ness or for pleasure?” 


Pes: some time past the insur- 


Intention Is a Fact 


If the applicant falsely answers 
such questions in the negative, do 
his answers constitute such a misrep- 
resentation as will entitle the insurer, 
during the applicable contestable 
period, to rescind the contract or re- 
fuse payment in case of loss? It 
would seem so, for the reason that a 
Statement of intention is equivalent 
to a statement of fact. 

_For express decisions that inten- 
tion is a fact, we may rely upon 
cases outside the insurance field. In 
the English case of Edgington v. 
FitzMaurice (1885) 29 Ch. D. 459, 
53 L.T. (N.S.) 369, a statement had 
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DO YOU INTEND TO FLY? 


False Answers in Applications for Life Insurance 


been made in a prospectus inviting 
subscriptions for corporate deben- 
tures to the effect that the object of 
the loan was to complete certain im- 
provements and buy equipment. This 
statement was shown to be false. 
The defense was made that a state- 
ment of future intention could not 
be the basis of fraud, inasmuch as 
there was no agreement that the in- 
tended results would be accom- 
plished. In refutation of this defense 
the Court, per Lord Justice Bowen, 
said: 


Misstatement of Fact 


“There must be a misstatement of 

an existing fact: but the state of a 
man’s mind is as much a fact as the 
state of his digestion. It is true that 
it is very difficult to prove what the 
state of a man’s mind at a particular 
time is, but if it can be ascertained 
it is as much a fact as anything else. 
A misrepresentation as to the state 
of a man’s mind is, therefore, a mis- 
statement of fact.” 
And see, for holdings equally defi- 
nite, First National Bank v. Swan 
(1890) 3 Wyo. 356, 23 Pac. 743, 
745, and Swift v. Rounds (1896) 
19 R.I. 527, 35 Atl. 45, 61 A.S.R. 
791, 33 L.R.A. 561. 

This principle has been recognized 
in the field of insurance, in most 
cases, however, by dictum. In 
Bryant v. Ocean Insurance Co. 
(Mass. 1839) 22 Pick. 200, the 
Court said that if a representation 
made by the owners of a ship that 
it was to be loaded with hay had 
been contrary to their actual inten- 


tions, it would have amounted to. 
fraud and a policy issued on the ves* ° 


sel would have been voidable. In 
Knecht v. Mutual Life Insurance 
Company (1879) 90 Pa. St. 118, 35 
Am. R. 641, where an applicant for 
life insurance stated in his applica- 
tion that he would not practice any 


by JOHN C. PARKER, JR., 


Franklin, Virginia 


pernicious habits tending to shorten 
life, the Court asked the question 
“Was this declaration of future in- 
tention false?’”—clearly intimating 
that if it had been, the case would 
have gone against the policyholder. 
And see, by analogy, Aetna Life In- 
surance Company v. Frierson (1902, 
C.C.A. 6th Circ.) 114 Fed. 56. 


Continuing Representations 


Assuming an applicant truthfully 
answers “no” to the aviation ques- 
tion above set out, but changes his 
mind before the policy is delivered, 
will the doctrine of “continuing rep- 
resentations” entitle the insurer, dur- 
ing the applicable contestable period, 
to rescind the contract or refuse pay- 
ment in case of loss? 

A statement of that doctrine is 
substantially this: though represen- 
tations made by an applicant for an 
insurance contract are true when 
made, if before the inception of the 
contract they have to the applicant’s 
knowledge become untrue, it is his 
duty to advise the insurance com- 
pany of the change, and if he neg- 
lects or fails to do so the contract 
may be avoided exactly as though 
the representations had been untrue 
when made. 


Doctrine Applied 


The doctrine has been repeatedly 
applied in regard to answers con- 
cerning good health and disease. For 
example: Whére an applicant an- 


.swered he was in good health, but 


became ill before the application was 
accepted; Stipcich v. Metropolitan 
Life Insurance Company (1928) 
277 U.S. 311, 72 L. Ed. 895, 48 


(Continued on the next page) 
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S.C.R. 512 (leading case); and 
where an applicant stated he had 
not suffered from a specific disease, 
but discovered before delivery of the 
policy that he had the disease; 
Kester v. Metropolitan Life Ins. Co. 
(1934) 228 Mo. App. 550, 71 S.W. 
(2d) 839; Harris v. Security Mu- 
tual Life Ins. Co. (1914) 130 Tenn. 
325, 170 S.W. 474, Ann. Cas. 1916B 
380. And the principle was ap- 
proved, though held not applicable 
to the facts, when an applicant was 


alleged to have consulted a physician 
after applying for and before re- 
ceiving the policy; New York Life 
Ins. Co, v. Modzelewski (1934) 267 
Mich, 293, 255 N.W. 299. 

Two decisions have been found 
which either deny or modify the 
principle. Merriman v. Grand 
Lodge Degree of Honor (1906) 77 
Neb. 544, 110 N.W. 302, 8 L.R.A. 
(N.S.) 983, 124 A.S.R. 867, 15 
Ann. Cas, 124, (recognized as being 
contrary to the weight of authority ; 
see notes in 8 L.R.A. (N.S.) 983, 15 


NEWS LETTER* 


“The Monthly Income Continuation Policy” 
10, 15, 20, 25, 30, 35 and 40 Year Periods, and to Ages 65 and 70 


Low Cost —Four-fold Security Plan 


This new policy provides at low cost a monthly income from the death of the 
insured to a certain specified expiry date, with premiums payable annually, 
semi-annually or quarterly for the term of the insurance. The new policy is 
entirely self-contained and can be used in conjunction with any insurance 
program, even though the insured may have no other policies in the Berkshire. 


The benefits and provisions of this unique contract make it especially attrac- 
tive and particularly adaptable to meet ideally situations where it is desired to: 


d Supplement the Survivors’ Benefits payable under Social Security. 


» Augment—both in amount and duration—the monthly income benefits 
payable under any existing life policy and thus provide a more complete 
and well-rounded program of financial security and protection. 


3) Provide for principal sum or monthly payments to redeem fully or to 
cover periodically a reducing mortgage. 


) Provide term insurance protection where the primary consideration is 
monthly income payments over definite periods. 


There are many other situations in the planning of life insurance programs 
and estates where this Monthly Income Continuation Policy will fit in admi- 
rably to give a well-rounded program of protection. 


Low Cost—Monthly Income Continuation coverage is attractive and distinc- 
tive and offers many sales advantages available only in the Berkshire’s New 


Monthly Income Continuation Policy. 





" Berkshir 


GENERAL 
AGENT 


LIFE INSURANCE COMPANY 
Frederic H. Rhodes, President 
PITTSFIELD, MASSACHUSETTS, INCORPORATED 1851 





Ann, Cas. 126, Ann. Cas. 1916p 
380) ; and Armand v. Metropolitan 
Life Insurance Company (1929) 
235 N.Y.S. 726, 134 N.Y. Mise 
357, in which it was held that the 
change in facts must have been “ma. 
terial and serious,” or must haye 
been deliberately concealed, also 
suggesting that a recheck of facts 
should be made by the company’s 
agent at the time of delivery of the 
policy. 

We have been able to find only one 
case in which this doctrine of con- 
tinuing representations has been ap- 
plied to specific questions of inten- 
tion, as distinguished from questions 
concerning past events or present 
conditions. In Traill v. Baring 
(1864) 4 De G. J. & S. 318, 10 LT. 
(N.S.) 215, 46 E.R. 941, the de. 
fendant company had insured a life 
in the sum of £3,000. It applied to 
the plaintiff company for re-insur- 
ance of £1,000 of the risk and rep- 
resented honestly ‘that it intended to 
retain £1,000 for itself. Before the 
application was accepted the de- 
fendant company changed its inten- 
tion and sought arrangements with 
other insurers to re-insure the whole 
of the risk. This change of intention 
was not communicated to the plaintiff 
company and the court held that the 
plaintiff company could have its re- 
insurance contract cancelled. 


Case in Point 


Despite a careful search of the 
decisions, we fail to find any in- 
stance in which the prifciple has 
been applied to questions concerning 
aviation—a result not surprising in 
view of the comparative novelty of 
such questions and in view of the 
definiteness with which the principle 
has been established in other fields. 
There has recently come to our at- 
tention, however, a nisi prius case 
in absolute point. It was compro- 
mised before trial and is therefore 
no precedent, but the facts as ob- 
tained from the files of counsel will 
perhaps clarify the present discus- 
sion. 

An applicant for life insurance 
answered “no” to questions of inten- 
tion, in the form hereinabove stated, 
as to aviation activities. After he 
signed and submitted the application 
he developed a definite intention to 
fly. The following evidence of in- 
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tention will perhaps be interesting 
to the reader: Some days after sign- 
ing the application he called at an 
aviation field and asked to look at a 
plane which he had seen advertised 
for sale in an aviation journal ; asked 
the price of the plane and said he 
was interested in buying one; was 
taken for a trial flight by a pilot who 
demonstrated planes for the owner ; 
said he liked the plane and would 
later return if he was interested in 
the purchase. He subsequently tele- 
phoned the field and asked if the 
plane had been sold, and requested 
that it be held until he could look at 
it again. He went again to the field, 
agreed on the purchase price for the 
plane, made a down-payment and 
stated that he would take delivery 
later. On the appointed date he re- 
turned, paid the rest of the purchase 
price, and had the plane flown to a 
neighboring city with himself as a 
passenger. On landing he permitted 
the pilot to make arrangements in 
his behalf for servicing the plane and 
for a course of lessons in flying. 


Policy Delivery 


All these events took place before 
the policy was delivered and the 
first premium paid, and none of them 
was communicated to or known by 
the insurer. After the delivery of 
the policy the insured pursued what 
was his actual, though undisclosed, 
intention, by obtaining a student 
pilot’s license, by taking a course of 
flying instruction in accordance with 
the arrangements previously made, 
by piloting his own plane repeatedly 
for both business and pleasure after 
his course of instruction had been 
completed. He was fatally injured 
some five months later in the crash 
of another plane in which he was a 
passenger, and the beneficiary 
brought suit on the policy.* 

It is submitted that under this 
state of facts the principle of con- 
tinuing representations would have 
prevented a recovery on the policy if 
the case had gone to trial. Granting 
—as it would perhaps have been 
necessary for the insurance company 
to do for lack of evidence to the con- 
trary—that the answers given by the 
applicant were true when the appli- 
cation was signed, it would seem a 
legal if not an actual fraud for him 


"Hall _v. Penn Mutual Life Ins. Co. (1939) 
Circuit Court, City of Suffolk, Virginia. 
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Little Don is the most jubilant boy in Thomasville when 
his beloved grandma arrives for her periodic visit. 


But to “granny” it has become almost an ordeal, despite 
her great affection for her children and grandchildren. 
To her, it is just another stop in the cycle of visits made 
necessary by her dependence on others for the necessities 


of life. 


If grandpa had only known the true value of life insur- 
ance protection his widow would have been comfortably 
independent in her after years. 


the 


Insurance 


rudential 
Company of America 


Home Office, NEWARK, N. }, 





to fail, purposely or otherwise, to 
notify the company of his change 
of intention and to accept the policy 
and pay the premium without dis- 
closing to the Company that his in- 
tentions as to aviation had changed. 

It is the conclusion of this writer 
that if and when the question of in- 
tention as to aviation activities is 
squarely presented in a case where 
the inquiry is material to the risk and 
the evidence of intention is uncon- 


trovertible, the doctrine of “continu- 
ing representations” should prevent 
recovery on a contract issued to an 
applicant who said that he did not 
intend to fly, but changed his inten- 
tion between the time of applying 
for the contract and the time of re- 
ceiving it and accepted the policy 
without disclosing the change; and 
should permit the insurer to have the 
contract rescinded by a seasonable 
action for that purpose. 
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BOOK REVIEW 


INSURANCE ALMANAC 


The 1942 edition of the Insurance Almanac, 
published by the Underwriter Printing & 
Publishing Company, 116 John Street, New 
York City, has been received: This is a very 
handy reference book covering all lines of 
insurance and showing in its various depart- 
ments information on the companies, officers 
and directors, Insurance Department offi- 
cials, associations of underwriters, insurance 
groups, brokers’ regulatory laws, resident 
agent laws, new companies and retired com- 
panies, legislative sessions, official changes, 
statistics, list of agents and actuaries. One 
of the most interesting sections is the "Who's 
Who In Insurance" division which lists the 
leading executives of all classes of insurance 
companies, Insurance Commissioners, etc. 
with detailed biographical sketches. This is 
the 30th annual edition—price $3.00, at 116 
John Street. 
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CONNECTICUT BANK 
INSURANCE 


SUMMARY of production for 

the 17 mutual savings banks 
offering life insurance in Connecti- 
cut shows, for the first six months’ 
period, a total of $941,450 of life 
insurance has been applied for, of 
which amount $722,100 has been is- 
sued and is in force. The Savings 
Bank Life Insurance Fund states 
that 82% of the applicants have ap- 
plied for insurance of $1,000 or less ; 
that 45% of the applicants held no 
previous life insurance, and an addi- 
tional 30% held $1,000 or less of 
previous life insurance. No deaths 
have occurred among the policy- 
holders in the system during the first 
six months’ period. 





BOOK REVIEW 
L.O.M.A. PROCEEDINGS 


The Printed Proceedings of the 1942 Life 
Office Management Association special con- 
ference held in Greensboro, N. C. are now 
being distributed to members of the Asso- 
ciation. The Proceedings contain approxi- 
mately 215 pages and are in bound form. 
Many subjects of interest to those engaged 
in life office management are treated in 
this volume. A few of the papers presented 
include: "Compliance with Treasury Depart- 
ment Rulings Covering ‘Blocked’ Funds"; 
"Economic Trends in the Southeast as Re- 
lated to Life Insurance"; "Present Status of 
the Application of the Fair Labor Standards 
Act to Life Insurance Personnel"; "Develop- 
ment of Salary Standardization Program"; 
“Economies of Operations in Life Com- 
panies—Principles and Practice", etc. 
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PAY CHECKS AND LIVING 
EXPENSES 


HE American worker’s pay check 
is now 34 per cent above 1939 
levels, while his living expenses are 
up only 13 per cent—a net gain of 
21 per cent. His wages continue to 
spurt while living costs are tempo- 
rarily checked, according to a family 
income study by Northwestern Na- 
tional Life Insurance Company. 


























The Bright Side 


Figured in terms of the family 
pocketbook, a typical wage earner’s 
family has $50 a month more income 
now than at average 1939 wage 
levels, while its living costs have in- 
creased less than $18. As there are 
now more workers per family than 
in 1939, the actual net gain per 
family is probably above this figure. 





Inflation Threat? 













By next year the American 
worker’s family will find ten billion 
dollars less ‘goods on _ retailers’ 
shelves; its increased buying power 
will begin to bump against scarcities 
by this autumn. Then inflation curbs 
will really feel the strain, the study 
states, and terms the present halt in 
the climb of living costs encouraging 
but far from conclusive. 
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A 
Be Some Groups Worse Off 
Yet war prosperity benefits are 
very spotty, the study points out; 
many groups are worse off today 
than in 1939, with no increase in 
income and sharp expansion of liv- 
ife ing costs. Workers who saved in the 
on late ’30’s to set up small establish- 
ow ments of their own, such as filling 
s0- stations, one-man garages, radio re- 
xi- pair shops, and small groceries, to- 
m. gether with salesmen in many lines, 
od and employes of businesses not bene- 
in fited by wartime conditions, are 
id among those with actual net losses in 
+. buying power. On such groups the 
"; increases in prices and tax rates, 
2 with 10 per cent quotas for war 
of bonds, fall far more heavily than on 





groups in the sunny path of war 
industry wage increases. 

Illustrated by a “yardstick” family 
of four who enjoyed an average 
earned income of $120 a month in 







Mr. J. Guy Jackson has been 
in the life insurance busi- 
ness for twenty-eight years, 
and for the last seven has 
been Guarantee Mutual 
Life’s general agent at 
Macon, Georgia . . . That 
he plans to put his son in 
the business when the lat- 
ter attains maturity, we con- 
sider a salute to the institu- 
tion of life insurance .. . 
That it is his intention to 
have his son succeed him 
in his agency, we consider & 
a compliment to our com- 

pany. 
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Guarantee Mutual’s IN- 
COME CONTINUANCE 
PLAN is now in its fourth 
year of operation. The 
plan is non-contributory 
on the part of the repre- 
sentative, and is provided 
in addition to liberal first 
year and renewal com- 
missions. 


Write A. B. Olson, Agency Vice President 
for details of our 


“BUILDERS OF MEN” Agency Plan 


GUARANTEE MUTUAL LIFE CO. 


OMAHA, NEBRASKA 
Organized 1901 





1933, the statistics show that their 
monthly pay check averaged $144.93 
in 1939, against outgoes of $130.98 
for the same scale of living that $120 
supported at 1933 prices. But by 
May, 1942, the family’s monthly in- 
come had soared to $194.96, with the 
biggest 1942 spurt occurring from 
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April income of $191.48. Mean- 
while its living costs had risen to 
$148.60 in May, an increase of only 
17 cents from the April figure. 
Wholesale commodity prices, which 
generally forecast the trend of retail 
prices, actually declined during the 
first three weeks of June. 
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Accidents are preventable—and costly. Let SAFETY ENGINEERING show you MID 
how to guard against them. 3 NE 
ome 

Every alert executive contributing to safe working conditions, has two main objec- Sie 
tives in mind:— 100 p 
Payr 

1. To safeguard the employee and property. 
the ¢ 
all 0 


SAFETY ENGINEERING, pioneering in safety and accident prevention since basi 
1901, gives definite and practical suggestions and methods to prevent accidents 
and their resultant loss. Insurance, industrial and public officials, safety en- 
gineers, etc., charged with the grave responsibility of protecting the lives and 
limbs of others, find SAFETY ENGINEERING indispensable, by keeping them 


informed of modern and tested methods of eliminating hazards—thereby reduc- 
ing accidents to a minimum. 


2. To save money. 


The inevitable cost of carelessness and lack of safety knowledge are—accidents 
—injuries—death! 


DON'T WAIT TO ACT! FIRES AND ACCIDENTS NEVER DO! 


SAFETY ENGINEERING 


$3.00 PER YEAR 
A DIVISION OF ALFRED M. BEST COMPANY, INC 
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RECENT DEVELOPMENTS 
IN THE FIELD 


NEW ENGLAND 


HARTFORD, CONN.: Morgan H. 
Alvord, Assistant Actuary of the Con- 
necticut General Life, this year completed 
the examination requirements for admis- 
sion as a Fellow of the Actuarial Society 
of America. Mr. Alvord came with the 
Connecticut General in 1924 and in 1940 
was elected Assistant Actuary in charge 
of Group Annuities. 


BOSTON, MASS.: Figures just re- 
leased by Columbian National show an 
average paid policy of $4,088 for the first 
six months of 1942 compared to $4,019 
for the same period of 1941. The Midcity 
Agency, New York, was the leader for 
the first six months with an average issued 
policy of $6,849. 


MIDDLE ATLANTIC 


NEWARK, N. J.: Members of the 
home office staff of the Mutual Benefit 
Life have received from the Treasury 
Department a certificate acknowledging 
100 per cent employee participation in the 
Payroll Savings Plan for buying War 
Bonds. 

@@The William S. Vogel Agency of 
the Columbian National Life outdistanced 
all other agencies of the company during 
the first six months on a paid production 
basis. 

®©@ Harold J. Fett, for the past sixteen 
years one of The Mutual Life of New 
York's most successful managers, died 
June 30th. He had been ill since February 
of this year following a serious operation. 
® © Nearly 12,000 men and women com- 
prising the home office staff of the Pru- 
deniial, participated in an_ impressive 
ceremony July 2nd when two large service 
flags were unfurled by them in honor of 
their colleagues in the armed forces of 
the United States and Canada. 

© © The Colonial Life held the first of its 
all-day regional conferences at the Hotel 
Astor, New York City, on June 2nd for 
members of the New York State District. 
The conferences were under the direction 
of Richard B. Evans, 2nd Vice President. 
Also announced was a new Salary Sav- 
ings Plan, and that two new policies 
would soon be added to the company’s 
rate book. 


\LBANY, : The Mutual Life of 
New York he eee: Robert H. Lang- 
ford as Manager, succeeding Herbert S. 
Manthe, who has been transferred as 
Manager to the Newark office of the 
company. Mr. Langford has been Agency 


Organizer for the company at Scranton, 
» 
a 
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NEW YORK, N. Y.: The sum of 
$114,442 has been paid to the Memorial 
Committee, Class of 1922, Princeton Uni- 
versity, by the Mutual Life of New York 
under a settlement of twenty matured 
endowments issued twenty years ago on 
the lives of sixteen Princeton graduates 
for the benefit of the Committee. This 
amount is in addition to $12,003 pre- 
viously paid on two Class endowment 
policies by reason of the death of the 
insured, 


@@Jn cooperation with the aims and 
purposes of the Dependents Employment 
Section of the Army Air Forces, the 
Mutual Life of New York has made ar- 
rangements with all its offices to give 
full consideration to the qualifications for 
available positions of wives and depend- 
ents of Army Air Force members who 
may be referred to the company. Present 
dependents now being aided under the 
program of the Army Air Forces are 
primarily widows and daughters, many of 
whom have had recent experience in office 
occupations. 


® @ More than 90% of the home office 
stiff of the United States Life are now 
contributing to War Bonds under the 
Salary Deduction Plan. 


@ © Robert A. Bernard, C.L.U., has been 
appointed Manager, effective "July Ist, 
for a new Agency at 50 Union Square, 
for the Guardian Life, this being in the 
home office building. James Elton Bragg 
likewise has a Home Office Agency, and 
Mr. Bernard was formerly his Supervisor. 


© @ Edward H. Wells, Assistant Actuary 
of the Mutual Life, has been awarded the 
triennial prize of the American Institute 
of Actuaries for the best paper presented 
at the last three-year period by a recent 
member. 


@ © Stanton G. Hale, Agency Organizer 
in the Salt Lake City Agency of the 
Mutual Life of New York, and John L. 
Scripps, Jr., C.L.U., Agency Organizer 
in the company’s Davenport, Iowa 
Agency, have been transferred to the 
home office to serve as training assistants 
under Ben H. Williams, Director of 
Training. 


PHILADELPHIA, PA.: W. A. Con- 
way has been appointed General Agent 
in the Philadelphia aréa for the Security 
Mutual Life of Binghamton, and General 
Agent John J. Donigan has moved his 
headquarters from Philadelphia to Ches- 
ter, Pa. to take advantage of the oppor- 
tunities offered by the company’s Hospital 
Expense plan for dependents of employees 
of the Sun Shipbuilding & Dry Dock 
Company. 


SOUTH ATLANTIC 


WILMINGTON, DEL.: John F. 
Hazel, a veteran of the Continental 
American Life’s field force, became Man- 
ager of the Wilmington branch office 
recently and Kenneth N. Brown, super- 
visor in the Rochester branch, was ap- 
pointed Associate Manager. They succeed 
Ralph W. Horn, who has resigned after 
having been with the company for nine 
years and Manager of the Wilmington 
branch for five. 


CHARLOTTE, N. C.: Thomas W. 
Bird was elected president of the Char- 
lotte L.U.A. on June 13th. He is Super- 
vising Assistant here for the Mutual Life 
of New York. 


CHARLESTON, W. VA.: At a meet- 
ing of the Executive Committee of the 
West Virginia Association of Life Un- 
derwriters June 27th, David D. Taylor, 
of Clarksburg—Branch Manager of the 
Shenandoah Life in Northern West Vir- 
ginia—was elected President for the year 
beginning July 1st. 


EAST NORTH CENTRAL 


CHICAGO, ILL.: During the past 
three years the Federal Life has had a 
special drive during June, the anniversary 
month of President Cavanaugh, and sub- 
stantial production gains have been re- 
ported. During last June the Federal 
wrote new accident and health business 
of 9% in excess of the business written 
during June, 1941; life insurance written 
during the month, including Group insur- 
ance, was $4,037,430, more than three 
times above the same item for June of last 
year. 
© @ The Life Agency Cashiers’ Division 
of the Chicago Association has been 
awarded the national Trophy for out- 
standing activity and increase in member- 
ship. It will also elect a national president 
of the Cashiers’ group. 
© @ The Great Northern Life announces 
that business for the first five months 
on a paid-for basis is up 52.9%. 


SPRINGFIELD, ILL.: Henry Abels, 
Vice President, and his brother, James 
(Continued on the next page) 
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|‘ spite of the kill-joys who say that no one 
can: (1) afford a vacation this year, or 
(2) has time to take a vacation, or (3) 
can go anywhere if they do get a vacation 
because of tire and gas rationing and, in 


spite of the thousands taking first-aid 
courses and thirsting for a real victim to 
practice on, we still think a few vacation 
safety rules are in order. 


The following suggestions were cribbed 
from SAFETY ENGINEERING [another 
BEST publication and America's pioneer 
safety magazine since 1901) so we assure 
you they're the McCoy. First, we all know 
the dangers of too much sunburn, too many 
iced drinks and dunking the torso too soon 
after eating. So, we'll just skip over those 
health items with a reminder to no-do. 


SALT AND SAFETY 


However, few of us know that our system 
requires salt to maintain a balance of 
health. Excessive perspiration removes both 
salt and water from the body. If you re- 
turn the water and not the salt, you're leav- 
ing yourself wide open for heat cramps or 
worse. Remedy—take salt tablets or add a 
teaspoon of table salt to every gallon of 
drinking water when the temperature is in 
the perspiring nineties. 


Another nifty that science has given us, 
to make life less painful, is a preventative 
for ivy poisoning. In other words, it's pos- 
sible now to gambol on the green and 
wander willy-nilly through the woods with- 
out spending the next two weeks swollen 
up like a poisoned pup. You just smear 
on a certain kind of cream containing 
sodium perborate or potassium periodate 
and go your merry way. 


TIPS WORTH TAKING 


Other little items to keep the body- 
beautiful and pain-free are the . correct 
method of lifting and the care of cuts. If 
you have to change a tire (lucky you—to 
have one) or lift heavy baggage—do it 
safely and save your innards! Spread the 
feet, squat over the load, bend the knees 
and let the leg muscles absorb the strain. 
If it's still too heavy—call someone else. 


As for minor cuts, scratches or abrasions 
—being safe is not being a sissy. There 
are umpteen fingers, hands, arms, toes, feet 
and legs on the scrap heap today that 
would still be attached to their owners if a 
"minor" scratch had been washed, sterlized 
and bandaged. Take a tip from SAFETY 
ENGINEERING—make your vacation a rest 
and holiday for yourself and—the doctors! 


Recent Developments—Continued 


Abels, Conservation Director, completed 
a total of 83 years of service with the 
Franklin Life during the week of July 

10th. Henry Abels has been with the 

Franklin 44 years and James Abels 39 
years. 

@ @ Charles E. Becker, President of the 
Franklin Life Insurance Company, has 
been appointed a member of the Illinois 
Development Council by Governor Green. 

INDIANAPOLIS, IND.: Emil C. 
Rassman, formerly Associate Editor of 
the Insurance Research & Review Service 
of Indianapolis, has been appointed . to 
the agency staff of the American United 
Life, where he will handle matters in 
connection with advertising, sales promo- 
tion, and general home office and field 
publications. 

CINCINNATI, OHIO: Mrs. Sis Hoff- 
man, of the Judd C. Benson Agency of 
the Union Central Life, has been in- 
formed that she has been named a life 
member of the Million Dollar Round 
Table—the first woman ever to receive 
this high honor. Mrs. Hoffman has been 
one of the company’s leading agents for 
many years and her paid business has 
exceeded $1,000,000 during 1939-1941, in- 
clusive, and she has sold nearly a half 
million thus far in 1942. 
© e@W. Pverall Lowes, of the William T. 
Earls Agency of the Connecticut Mutual, 
has been awarded membership in the 
“President's Club,” the company’s top 
honor organization, and is the only repre- 
sentative in this section. 

MILWAUKEE, WIS.: Harry A. 
Woodward, Manager of the Accident 
& Health Department of the Old Line 
Life of Milwaukee, retired July Ist after 
27 years of service with the company. 
@@The annual convention of the Old 
Line Life, scheduled for September, has 
been cancelled in deference to the re- 
quest of the Office of Defense Trans- 
portation that no conventions be held 
which are not closely related to the 
war effort. Instead, the company is 
awarding War Savings Bonds to agents 
who qualified to attend. 

OSHKOSH, WIS.: John A. Mclver 
has been appointed General Agent here 
for the Old Line Life of America. 
Formerly he was Associate General 
Agent at Wausau. He is also President 
of the company’s Star Leaders’ Club. 


EAST SOUTH CENTRAL 


JACKSON, MISS.: D. D. Briggs, 
C.L.U., Manager for the Mutual Life of 
New York, was elected president of the 
Jackson L.U.A. on June 12th. 
KNOXVILLE, TENN.: J. Arch Wil- 
liams is Manager for the Fidelity Mu- 
tual Life, having formerly been General 
Agent for the Volunteer State Life in 
Knoxville, a position he resigned to 
accept the Fidelity appointment. 


WEST NORTH CENTRAL 


DES MOINES, IOWA: Barney T. 
Matteson, C.L.U., associated with the 
General American Life since 1933, has 
been made Branch Manager in charge 
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of the Des Moines office. 


@ ¢ The American Mutual Life reports , 
25% gain in new paid-for business jp 
June over June, 1941. 

KANSAS CITY. MO.: The Busines; 
Men's Assurance Company reports a pro. 
duction for the first six months of 16.19, 
above the same period of last year. June 
was the 17th consecutive month showing 
an increase over the corresponding month 
of the previous year. 

ST. LOUIS, MO.: Ralph D. Lowen. 
stein is the new General Agent of the 
Massachusetts Mutual succeeding Veith 
& Lowenstein, co-general agents for fiye 
years. Anthony E. Veith will devote his 
full time to personal selling. Mr. Lowen- 
stein first became connected with the 
Agency in 1923 as a personal producer 
under Warren Flynn, General Agent. 
©@@The Jack Wiseman Agency of the 
Franklin Life of Illinois takes first place 
for production in that company for the 
second straight quarter. Jack Wiseman 
himself ranks first for personal produc- 
tion. 

OMAHA, NEB.: R. E. Miller, national 
treasurer of the Woodmen of the World 
Life Insurance Society, has taken ona 
new job as field manager, where he will 
direct all field work of the Society fol- 
lowing the retirement of Orson Stiles, 
July Ist. Assistant field manager will be 
Sterling C. Holston, a former California 
State Manager of the Society. 


WEST SOUTH CENTRAL 


NEW ORLEANS, LA.: The Pan- 
American Life has awarded the “Winged 
Victory” trophy to the New Orleans 
Agency who led the field organization in 
the 1942 President’s Victory Month Cam- 
paign. Charles J. Smith, of the same 
Agency, received the President’s Trophy 
as the Leading Individual Fieldman. 

OKLAHOMA CITY; OKLA.: Mal- 
colm C. White, C.L.U., has been ap- 
pointed General Agent for the Pacific 
Mutual, succeeding the late Carroll C. 
Day. 

DALLAS, TEXAS: S. Lester Guinn, 
of Lubbock, Texas, has been appointed 
Agency Organizer here for the Man- 
hattan Life of New York. 


MOUNTAIN 


SALT LAKE CITY, UTAH: E. W. 
Ames has been appointed Manager for the 
.California-Western States Life. For- 
merly he was Superintendent of the com- 
pany’s Accident and Health Department. 


PACIFIC 


BURBANK, CAL.: Cecil M. Schilling 
has been appointed General Agent for the 
Manhattan Life, the announcement being 
made June 11th. 

LOS ANGELES, CAL.: Sidney Y. 
Newcomb, who has been with the Con- 
necticut Mutual for 15 years, succeeded 
E. G. Walls, Jr. as Agency Manager of 
the William H. Siegmund Agency of the 
company. Mr. Walls leaves for war serv- 
ice about August Ist. Mark V. Kuhn was 
recently appointed Brokerage Manager of 
the Agency replacing Robert S. North- 
ington, who is leaving for war service. 
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f the The Alliance Life of Peoria, Illinois, has been examined 
Place by representatives of the Insurance Departments of Michi- 
ot the gan, Nebraska and Illinois as of December 31, 1940 and a 
seman statement prepared as of that date. This of course has been 
‘Oduc- superseded by the company’s statement for December 31, 
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tional Total admitted assets were found by examiners as 

Vorld $19,999,040; contingency reserve, $35,000; capital, $600,000; 

on a unassigned funds, $514,729. This represents a substantial 

> will increase from the company’s own surplus figure reported as 

_ fol- $339,068, the increase being chiefly on valuation of the real 

tiles, estate and mortgage accounts and related items, which were 

ill be increased by the examiners over the figures reported by the 

ornia company. As is usual with Illinois examinations, the ex- 
aminers summarized their findings, indicating the cash posi- 
tion was adequate, that surplus has increased and that ad- 
justment and settlement of policy liabilities is prompt and 
equitable. The examination was very extensive, and in 

Pan- general verified the company’s own ‘procedure. The ex- 

aged aminers recommended a slight change in handling certain 

eans expenses in the Peoria Life Fund, which was also included 

n in in the examination report. 

‘am- The report was favorable, and as it disclosed no unusual 

ame items, and is now superseded by the company’s latest state- 

phy ment, is not reprinted by us. 

fal- 

ap- 

ik BERKSHIRE 

CG; 

- Correction Notice 

= In Best’s Life Insurance Reports, on page 106, the net 
reserve—life and annuity are incorrectly shown for the 
Berkshire Life Insurance Company, Pittsfield, Mass. The 
correct figures are: “Net reserve—Life, $49,374,599" and 
“Net reserve—Annuity, $8,602,754.” 

Subcribers are also asked to correct another error in the 
£ report on the Berkshire on page 107 where the expense ratio 
he is reported at $4.75—the correct ratio is $4.26. 

r- 
n- 
it. 
CONNECTICUT GENERAL 
Laird Dies 
g 





John Melvin Laird, a Vice President of Connecticut 
General Life Insurance Company, Hartford, died June 20th 
in Chicago, Illinois after a brief illness. Mr. Laird had been 
attending the annual meeting of the American Institute of 
Actuaries when he was taken ill. 
Ontario, in 1885 and was the son of John and Elizabeth 
Armstrong Laird. After graduating from the University of 
Toronto in 1906 he joined the Actuarial Staff of the London 
Life Insurance Company of London, Canada. 

In 1910 Mr. Laird came to Hartford to Connecticut 

General. He was appointed Actuary of the Company in 1917 
and was elected Vice President in 1927. Since 1936 he has 












REPORTS 
ON COMPANIES AND ASSOCIATIONS 


He was born in Bayfield,. 


CONNECTICUT MUTUAL 
Women's Rules Changed 


The women’s market is an important one today and The 
Connecticut Mutual Life Insurance Company, Hartford, has 
announced an increase in its non-medical limits for women, 
with an extension of the limit from $3,000 to $5,000, the 
same as for male lives. This non-medical privilege only 
applies to single, wage-earning women who go out from 
their homes daily to a place of employment. The Company 
also has extended non-medical to include the Graded Pre- 
mium Ordinary Life Plan. Other plans involving term 
features will still require a medical examination. 

Another liberalization in underwriting which was an- 
nounced was the elimination of the minimum age limit of 
20 on housewives. The maximum limit is age 50, as 
heretofore. 

To expedite action and to save time of medical examiners 
who, because of the war are becoming busier and busier, 

The Connecticut Mutual has made the ruling that where an 
additional specimen is required it may be obtained by a 
General Agent, Cashier, salaried Supervisor or Supervisor 
qualifying on an organization basis. 


COSMOPOLITAN 
Harris Actuary 


Will L. Harris, formerly chief examiner of the Insurance 
Department of the state of Tennessee, was appointed 
Actuary of the Cosmopolitan Life Insurance Company, 
Memphis, Tennessee, June 22, 1942. Prior to his connection 
with the Insurance Department, which covered a period of 
11 years, he had been Secretary of the Southern Insurance 
Company of Nashville. He also served on the Blanks Com- 
mittee of the National Association of Insurance Commis- 
sioners for the past six years. 


EQUITABLE (New York) 
New Highs 


A new all-time high of insurance in force was reached 
June 30 by the Equitable Life Assurance Society of the 
United States, New York City, the present total of $7,- 
803,585,000 representing an increase of $196,282,000 since 
the first of the year, Thomas I. Parkinson, president, 
announces. 

Assets of the Society reached a new peak of $2,824,561,646 
on June 30, an increase of $84,000,000 since January 1. Pur- 
chases of bonds during the six months totaled 
$279,449,215. 

As a result of continuing efforts to get the properties back 
into the hands of owner-occupants, the Society reduced its 
total of real estate acquired through ey ee from $115,- 
600,000 on January 1, to $99,200,000 on June 3 

Total payments to policyholders and en 
amounted to $108,300,000 in the first half of the year, includ- 





served on the Board of Directors. 
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OPPORTUNITY 


Pan-American Life Offers: 


A complete line of Modern Policies. 
One of the most Liberal Agency Con- 
tracts in America. 

A Recruiting Plan and Special Training 
for new Fieldmen. 

A New System, relieving General Agents 
from detailed Agency Accounting. 
Attractive and Effective Sales Aids and 
Policy Ilustrations. 

® Adequate Financing. 


© Prospects for Insurance furnished 
through a Proven System. 


The 












Correspondence invited with men not 
presently connected. 


It would be a courtesy to Best’s InsurANcE News 
if you will mention the name of this publication when 
replying to the above advertisement. Pan-American 


Life Ins. Co. 













Address: 
CHARLES J. MESMAN 


Superintendent of Agencies 
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“AMERICAN LIFE INSURANCE CO. 
NEW ORLEANS, U.S.A. 
CRAWFORD H. ELLIS, President 

EDWARD G. SIMMONS, Executive Vice-Pres. 
























EQUITABLE (New York)—Continued 


ing $4,300,000 paid out in benefits to holders of group acci- 
dent and health certificates, a new high for such payments. 

Forty-two percent of the death claims settled during the 
period were made on the basis of income payments to the 
beneficiaries over a period of years and other forms of 
optional settlements. 

Among the unusual claim payments during the half-year 
were those for $44,000 to the families of 22 workers at the 
Burlington Ordnance Plant, Burlington, Iowa, who were 
killed in an explosion at the plant. The explosion occurred 
just after the installation of the group contract and before 
there was even time for delivery of the individual certif- 
cates. Most of the men had no other insurance. 

The Equitable Society now has 806 of its men in the 
armed forces, already exceeding the total of employes in the 
service during World War I. 


EQUITABLE (lowa) 


Production Gains 


The field force of the Equitable Life of Des Moines, lowa 
paid for $4,892,548 of life insurance and annuities in June, 
enabling the company to complete the first six months of 
1942 with a gain over the corresponding period of 1941. 

June production of new life insurance increased life insur- 
ance in force by $2,073,570 to a new total of $626,913,310. 


FRANKLIN 


Semi-Annual Figures 


The semi-annual report of the Franklin Life Insurance 
Company of Springfield, Illinois shows paid business almost 
98% of the same period last year, notwithstanding the dis- 
turbing effect of war conditions. 

First year premium income for the first half of this year 
shows an increase of 26.94% over the same period of 1941. 
Interest and rent income for the six-month period increased 
over $150,000. Other items are the increase in ledger assets 
for the six-months period amounting to $2,644,943, and re- 
newal income, with an increase of $346,038 for the same 
period. Insurance in force at June 30th, excluding Guaran- 
teed Life Annuities, amounted to $229,954,351. 

Farm properties have shown a steady improvement in 
value, because of the demand for farm products. Sales of 
farms and other real estate by the company for the first half 
of the year amount to over a half million dollars. 


GENERAL AMERICAN 
McHaney Now Vice-President and Counsel 


The election of Powell B. McHaney as vice president and 
general counsel of General American Life, St. Louis, has 
been announced by Walter W. Head, president of the 
company. 

For the last six years Mr. McHaney has been engaged in 
private practice in St. Louis, specializing in insurance law, 
and representing several insurance companies as well as the 
Superintendent of the Missouri Insurance Department on 
special matters. He has been serving General American 
Life as a member of the board of directors, the executive 
committee, and as a voting trustee since July, 1936, and was 








elected general counsel of the company last January. 
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GREAT-WEST 


Non-Par Rates Increased 


On July 15th the Great-West Life Assurance Company, 
Winnipeg, Canada, revised all existing non-participating 
rates used in the United States, except on the Ordinary Life 
Preferred Risk, Double Insurance and Single Premium 
plans. The new premiums are illustrated hereafter. 

These rates are in all cases higher than those formerly in 
effect, except on the Term to Age 65 plan on which the 
rates have been decreased at most ages. On all the plans 
for which premiums have been revised, the reserve basis 
has been changed from American Men (5) 344% to Ameri- 
can Men (5) 3% (except for Pension Plans which already 
were valued on the 3% Table). 

The company’s principal participating plans were placed 
on the 3% reserve basis on July 1, 1939, and Single Pre- 
mium non-participatine plans were likewise changed Janu- 
ary 1, 1942. The effect of the present change is therefore to 
place all of the company’s American business on the 3% 
basis except the Ordinary Life Preferred Risk, participating 
and non-participating, and Double Insurance plans. Sur- 
render values on the new non-participating policies are 
identical with those already in effect with a corresponding 
participating plan. No changes have been made in rates for 
policy settlements or in premiums for disability and acci- 
dent benefits. 


Enters Kansas 


The Great-West Life Assurance Company of Winnipeg 
has completed final negotiations to enter the State of 
Kansas and the Company is now licensed to do business in 
that State. In the past year the Company entered the State 
of Missouri and the neighboring State of Ohio. In Missouri 
two Branches have already been established in keeping with 
the Company's policy of agency expansion. 

Operations in the State of Kansas for the present will be 
under the charge of R. C. Searle, Branch Manager at 
Kansas City, Mo. : 


H. W. Manning, Director 


H. W. Manning, General Manager of The Great-West 
Life, was elected a director of the Company at a meeting 
of the Board of Directors held July 7. This appointment 
marks the first occasion in more than 25 years on which an 
officer of the Company has been elected to the Board. As 
General Manager, Mr. Manning will continue to be respon- 
sible for the active direction of the Company’s affairs. 


for the aid 
of our 
Selling Machinery 








Just as oil relieves the 
friction of delicate mech- 
anism—advertising helps 
the Occidental field 
force in their contacts with prospective policy 
buyers. The story of the "Perfect Protection” 
Plan which pays disability from the very first 
day—is told effectively as an integral part of 
Occidental's aid to its ever-increasing family 


of prosperous field men. 


OCCIDENTAL 
LIFE INSURANCE COMPANY 
e LAURENCE F. LEE, PRESIDENT e 


RALEIGH, NORTH CAROLINA 








Mr. Manning joined the Great-West Life as Assistant 


General Manager in 1931 and was appointed General 
Manager in 1938. His election to oe Board will fill the 
vacancy caused by the death of W. H. McWilliams. 


June Business Up 27% 


Business in the month of June was most satisfactory for 
the Great-West Life which finished the month with an in- 
crease of 27% in Placed Business over June of last year. 
Total sales for the first six months were up 15% over 1941, 
representing the largest six-month volume in business since 
1930. Their twelve-month record shows a 28% increase over 
the previous twelve months. 


New Non-Participating Annual Premiums United States, July 15, 1942 


Pens. 
@ 65(M) 
1000-1464 


$18.54 
21.65 
25.75 
31.21 
38.75 
49.60 
65.71 


Pens Pens 
O.L.—E. @ 55(M) @ 60(M) 
@ 85 L..—20 E 20 1000-1844 1000-1648 
$23.38 
27.85 
33.83 
42.12 
53.94 
71.62 


$12.94 
14.49 
16.45 
18.97 
22.23 
26.48 
32.03 
39.55 
49.94 
64.51 
85.44 


$21.43 
23.43 
25.77 
28.57 
31.94 
35.94 
40.76 
46.95 
55.26 
66.92 


$44.85 
44.94 
45.08 
45.42 
46.10 
47.41 
49.40 
52.92 
59.06 
69.29 
85.44 


$30.46 
37.08 
46.22 
59.12 
78.68 


15 
21 
25 
35 
40 
45 


55 


Rates for Ordinary Life Preferred Risk, Double Insurance 


those previously in effect. 


-Yr 
Age Re mn. - 


30 


50 


60- 


7 — 5-Yr. Term 10-Yr. Term Term to 65 


Family Protection Ridert 
Xony. Ren.-Conv. Y 15-¥ 


Conv. Conv. 10-Yr. 5-Yr 20-Yr. 


$7.19* 
7.51 
7.66 
8.00 
9.14 
11.38 
15.26 
21.06 


$7.91* 
8.13 
8.30 
8.93 
10.45 
13.27 
18.00 
25.02 
36.58 


$8.03* 
8.20 
8.59 
9.62 
11.72 
15.40 
21.33 
30.01 


$10.03* 
10.85 
12.12 
13.86 
16.22 
19.34 
24.10 
30.01 
36.58 


$2.89* 
3.00 
3.13 
3.54 
4.45 
6.11 
8.88 

13.24 

19.95 


$4.00* 
4.16 
4.49 
5.31 
6.97 
9.85 

14.53 

21.76 


$5.00* 
5.37 
6.00 
7.40 
10.02 
14.39 
21.30 


and Single Premium Life and Endowment are the same as 


| Premiums are payable on the 10-year Rider for 8 years, on the 15-year Rider for 12 years, and on the 20-year Rider for 


16 years. 
* Age 21. 
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State Mutual Life Assurance Company 





of Worcester, Massachusetts 
Incorporated 1844 
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yearn for what they may not have. 


frustrated vacation desires. 













FRANK P. SAMFORD. PRESIDENT 





Shangri-La 


This summer, thousands who formerly went vaca- 
tioning are staying at home. But distance has 
not lost its lure. People kept at home will doubly 


That's why alert agents are selling the long vaca- 
tion days of retirement as an antidote for today's 





ILLINOIS BANKERS 
Sawyer & Woods Die 


On July 11th, Arthur T. Sawyer, Secretary of the Illinois 
Bankers Life Assurance C ompany, Monmouth, Illinois, died 
of a heart ailment after a few weeks illness. Mr. S Lwyer, 
who was only 45 years of age, was associated with the 
company since boyhood, and in. April, 1919 was named a 
member of the Board of Directors. 

William H. Woods, former President of the con pany, 
died July llth several hours prior to the death of the 
pany’s Secretary, Mr. Sawyer. Mr. Woods’ death was 
caused by a heart ailment from which he had been suffering 
for several months. Mr. Woods became associated with the 
Illinois Bankers: Life in 1903 as its President and continued 
in that capacity until his retirement March 1, 1939 at the 
age of 70 years. 


com- 


O. F. Davis Now Secretary 


O. F. Davis, Manager of the Accident and Health Depart- 
ment of the Illinois we Life, was elected Secretary of 
the company July 15th, succeeding to the position left 

vacant by the death of Mr. Sawyer. Mr. Davis, who will 
continue to head the Accident and Health Department, has 
been in the insurance business since 1921 and came to the 
Illinois Bankers Life in 1935. He became head of the newly 
organized Accident and Health Department at the time 
the Abraham Lincoln Life was merged with the Illinois 
Bankers. He had been at the head of the Abraham Lincoln 
Life’s Accident and Health Department for ten years prior 
to the merger. 


INDIANAPOLIS 


Examination Favorable 


The Indianapolis Life Insurance Company was examined 

(Association) by representatives of the Insurance Depart- 
ments of Indiana, Ohio and Texas as of December 31, 1941, 
and the report of the examiners was favorable to the com- 
pany. No unusual items were developed and the report is 
not being reviewed in any detail here. In conclusion the 
examiners indicated that the company’s affairs are economi- 
cally and conservatively administered and that the company 
has pursued an aggressive policy with respect to disposing 
of its real estate holdings. 
The financial statement of the examiners verffied the 
report filed by the company and published in Best’s Life 
Insurance Reports showing assets, $28,511,375; surplus as 
regards policyholders (including $300,000 contingency 
fund), $1,818,726. 





Sales Ahead 





New paid business for the Indianapolis Life for the first 
six months of 1942 was 18.3% ahead of the same period last 
year. June showed an increase of 21.7% over June, 1941, 
according to Edward B. Raub, President. 

The Company’s lapse ratio has continued very low, Mr. 
Raub states, and the gain of insurance in force is 60% 
greater than for the first half of last year. Total insurance 
in force is now $124,355,000. 


JEFFERSON STANDARD 
Six Months' 


Sales 





The Jefferson Standard Life Insurance Company, Greens- 
boro, North Carolina, has released mid-year figures on its 















insurance operations for the first half of 1942, reporting 
new sales totaling $24,000,000. Insurance in force now 
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stands at $461,000,000. During the past twelve months there 
has been a gain of over $25,000,000. 

The company continues to show a decrease in lapses. The 
yolume of business going out of force is $2,000,000 less so 
far in 1942 as compared with the first six months of 1941. 
The first and second year renewal record shows a consider- 
able improvement in the same period as compared with last 


year 


JOHN HANCOCK 


Agents’ Retirement Plan 


President Guy W. Cox of the John Hancock Mutual Life 
Insurance Company, Boston, has announced a contributory 
retirement plan for full-time agents in the company’s gen- 
eral agencies. 

Under the plan, which is effective as of January 1, 1942, 
regular contributions of the agent will be accumulated with 
interest and applied to the purchase of a normal annuity for 
future service which will be matched by the company. The 
agent may increase his retirement income by making addi- 
tional deposits each year up to 100 percent of his regular 
contributions. Under other conditions the agent may also 
have the commuted value of his vested renewal interests 
applied to purchase an additional annuity under the plan at 
the time of retirement. 

In order to be eligible for the contributory retirement 
plan on its effective date, an agent must be not older than 
62 on such date and must have been a full-time agent in a 
general agency of the company during the calendar year 
1941 and have received at least $600 in commissions in that 
period. 

The normal retirement date for participants is the first 


day of the month following the 65th birthday, or the first | 


day of the month following completion of 15 years of 
continuous full-time service, whichever is later, but in no 


event later than the first day of the month following the | 


attainment of age 70. 
The plan provides for certain death, disability and with- 


drawal benefits and there is also a joint and two-thirds last | 


survivor annuity option, which provides that in the event 
of the death of either the participant or the contingent 
annuitant, the income payable during the lifetime of the 
survivor will be equal to two-thirds of the amount payable 
while both are alive. 

On January 1, 1942, the John Hancock placed in operation 
for those full-time agents of 65 or over who qualified on a 
specified minimum basis of service and business in force, 
a plan known as “Veteran Agents Special Fees,’ under 
which incomes are currently being paid to these veteran 
agents. 

One of the two plans thus covers all eligible agents re- 
gardless of age. 


MANHATTAN 
Insurance Up 16% 


According to figures released by the Manhattan Life In- 
surance Company of New York, new paid for business 
showed an increase of 16% for the first six months of 1942 
compared with the first six months of 1941. During the 
same period insurance in force increased 17% when com- 
pared with the same figures in 1941. 

insurance in force as of June 30, 1942 totals $102,874,016 
c mpared with $89,673,877 on June 30, 1941. 


Adopts "Broad Form" War Clause 


Effective about July 10th, the Manhattan’s “War Clause” 

changed to provide for full coverage in the event of death 

while engaged in Military or Naval Service (excluding 
(Continued on the next page) 
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IF HIS LIFE INSURANCE 


1s Yomjolele 


THE 5-WAY PRESENTATION helps sell the pros- 
pect who claims his “life insurance is complete.” It 
helps to show him quickly, easily, persuasively that 
he’s not completely insured unless he has protected 
his income. In one package, Pacific Mutual's 5-Way 
Plan offers him protection covering death and old 
age, and also providing for immediate disability 
protection covering sickness, accident, and hospi- 
talization. 

The Pacific Mutual 5-Way Presentation shown 
above gives the underwriter something new and 
different to offer his prospects. It’s the tool that 
completes his selling kit. 


PACIFIC MUTUAL LIFE INSURANCE COMPANY 
A California Corporation 
HOME OFFICE, LOS ANGELES, CALIFORNIA 
Complete Life Insurance Coverage 
Life, Retirement, Accident, Sickness and 5-Way e Participating 
and Non-participating e Mortgage Insurance, Salary Savings, 
Juvenile Insurance, Salary Continuance, and other Special Forms. 
PACIFIC MUTUAL SERVICE SINCE 1868 




















When our Revolutionary Fathers be- 

queathed to us the Stars and Stripes, we 

were given a new freedom—for a De- 
mocracy was born. Those forefathers of ours had a 
job to do and the vision and courage to do it. 


Today Old Glory unfurls in the breeze, as proud and 
as gloriously as in the years before, but today it repre- 
sents a Nation attacked and our job is to hold our 
freedom against savage hordes. We intend to do it. 
Of our one hundred thirty million Americans, we can- 
not all carry arms, nor can we all take on the vital 
work in the defense factories, but we all have an 
important part to play. 


The Life Underwriter has a job of utmost importance 
—he must protect our great industrial system by pro- 
tecting the individual. If your part in this struggle 
is to protect the men and women behind the men be- 
hind the guns, you will find it pays to be friendly 
with— 


PEOPLES LIFE INSURANCE COMPANY 


"The Friendly Company" 


FRANKFORT _ = INDIANA 
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HEATHMAN 
HOTELS 


for Western Hospitality 





Portland Oregon’s 
Newest, Most Modern Hotels 











Tub or Shower from $2.50 
530 Rooms 

















MANHATTAN—Continued 
Aviation) in time of war—within the forty-eight Si 
the United States, the District of Columbia, the nine 
inces of the Dominion of Canada and Newfoundlan 
any point at sea within three miles of such land. 
The War Clause also provides for full coverage oiiiside 
the areas specified above if, at the time of induction into 
Service, the policyholder makes application for and pays the 
$50 additional premium required for such coverage. 


S of 
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MANUFACTURERS 


Mackenzie and Macfarlane Retire 


Kinch ,and Thorpe Advanced 


Following 26 and 39 years of service, respectively, Alex- 
ander Mackenzie, Assistant General Manager and Manager 
of Agencies, and Edmond S. Macfarlane, Assistant General 
Manager and Executive Secretary, have retired from the 
Manufacturers Life Insurance Company of Toronto. Both 
officers are widely known in financial circles in Canada and 
the United States, and have served in important capacities 
in various associations connected with the life insurance 
business. 

Consequent on the retirement of Mr. Mackenzie, the 
Company announces the appointment of Alfred Kinch and 
William T. Thorpe as Managers of Agencies. Mr. Kinch, 
who has been Agency Superintendent for the United States, 
will give his attention to that field, and Mr. Thorpe, who 
has been Agency Superintendent for Canada, will continue 
to have charge of the Canadian field. 


MASSACHUSETTS MUTUAL 


Monk Elected a Director 


Wesley E. Monk who has been general counsel of 
Massachusetts Mutual Life Insurance Company, Spring- 
field, Mass., for thirteen years has been elected a director 
of that company. This action was taken by the board of 
directors on July 22. He will fill the vacancy caused by the 
death of Henry Loeb, vice president in charge of under- 
writing. He has also been appointed to the Agency Com- 
mittee and the Committee on Death Claims. 

Mr. Monk joined the Massachusetts Mutual Life in 1929. 
He was formerly Massachusetts Commissioner of Insur- 
ance, to which position he was appointed in 1923 and again 
in 1926, resigning in 1928. 


METROPOLITAN 


Taylor Vice-President 


The Board of Directors of the Metropolitan Life Insur- 
ance Company, New York, has elected Charles G. Taylor. 
Jr., Vice-President of the Company,. it was announced 
June 23d, by Frederick H. Ecker, Chairman of the Board, 
and Leroy A. Lincoln, President.of the Company. 

Mr. Taylor, who was Second Vice-President of the 
Metropolitan, was elected a Director of the Company at 
the May meeting of the Board. He succeeds Frederic W. 
Ecker, who resigned as Vice-President and Director on 
January 14th to become Special Assistant to Lend-Lease 
Administrator E. R. Stettinius, Jr., in Washington, D. C. 

Born in Petersburg, Va., on May 24, 1883, Mr. Taylor was 
educated in private schools in Petersburg and in the Rich- 
mond, Va., public schools. He began his insurance career 
in Richmond with the Fidelity and Casualty Company and 
later went with the Mutual Life Insurance Company of 
New York in its Richmond office. 
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In 1906, Mr. Taylor was appointed actuary of the Insur- 
ance Wepartment of Virginia under Insurance Commis- 
sioner Col. Joseph Button. In September 1908, he became 
secretary and actuary of the South Atlantic Insurance 
Company, later the Atlantic Life Insurance Company. 
Elected to a directorship of that company in 1913, he was 
made its vice-president and actuary in the following year. 
He resigned this office in 1925 to become assistant manager 
and actuary of the Association of Life Insurance Presidents. 
Appointed Third Vice-President of the Metropolitan, he 
assumed the duties of that office January 1, 1932 and was 
made Second Vice-President on March 24, 1936. 

Mr: Taylor has been prominently identified with move- 
ments seeking to benefit Life insurance as a whole. He was 
elected president of the American Life Convention in 1920, 
served on its executive committee for many years and as 
chairman of its special taxation committee. He was also a 
member of the Life Insurance Sales Research Bureau and 
a member of the Executive Committee of the Life Agency 
Officers’ Association. He has served as chairman of the 
Conference of Southern Life Insurance Companies, and of 
the legislative committee of the Richmond Underwriters 
Association. He has been president of the Insurance Society 
of New York and is a director of the First and Merchants 
National Bank of Richmond. 


MUTUAL 


Conferences Cancelled 


In line with the request of Joseph B. Eastman, Defense 
Transportation Director, released to the press on June 18, 
that all meetings and conventions not closely related to the 
furtherance of the war effort be cancelled for the duration, 
The Mutual Life Insurance Company of New York has 
notified all Agency Managers and Field Underwriters that 
a series of three regional educational conferences will not 
be held. The series of educational conferences, scheduled 
to begin the first week in July, were to have been held in 
Salt Lake City, Chicago, and New York City. Members of 
the Company’s National Field Club, organization of leading 
Mutual Life producers, together with certain other high- 
ranking field underwriters, would have been eligible to 
attend the conferences. The Company hopes to devise other 
means for bringing to its representatives the valuable edu- 
cational benefits expected to result from the conferences, 
Mr. Hull indicates. 


MUTUAL SAVINGS 
10% Lien Reduction Expected 


Reflecting economical management of the old Central 

States Life Insurance Company and the Home Life Insur- 
ance of Arkansas accounts since the insurance in force was 
reinsured by the Mutual Savings Life Insurance Company 
of St. Louis on September 27, 1941, with the approval of 
Circuit Judge William B. Flynn of St. Louis, Judge Allen 
May, President of the Mutual Savings Life, reported at a 
meeting of his board of directors June 14th, that the total 
net profit, before Federal income taxes, for the six-month 
period ending June 30, 1942, was $181,654. 
_ Barring unanticipated Federal taxes, Judge May said, it 
is expected that the earnings for the entire year of 1942, 
added to the lien reduction fund accumulated during 1941, 
will permit a lien reduction of not less than 10% to be voted 
at the year-end for distribution to the policyholders whose 
policies are in force and effect on April 1, 1943. 

During the six months ending on June 30th, Judge May 
reported, the company paid or credited to policyholders and 
their beneficiaries, aside from the increase in reserve, the 
sum of $836,440.11. 
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Constructive Saving 


In our business when we talk of income we too often talk of 
money, whereas it is the use of income money that most interests 
a. A clear example of ‘‘the way to think’? is to be found 

ing written by William L. Batt, director of materials, 
War Production Board: 














“Constructive saving can help win the war. This is a war of 
materials, of resources chet, must be stretched to the utmost. That 
is a job for the — all the people of America. It is a 
challenge to your self-denial and your inventiveness. 














“By ‘constructive saving’ I mean three definite things: 1. Getting 
ipod materials back into use—and then again. 2. Finding ways 

© free scarce materials for war. 3. Using both common sense and 
self. denial to lighten the load on the productive system of this 
country.’ 


He says of salvage that a refrigerator can provide enough steel 
for three machine guns, that 100 pounds h paper will make a car- 
ton for 35 a -aircraft shells, that 50 feet of garden hose would 
supply enough rubber for four army raincoats, that 32 soap tubes 

ve enough tin for one fighter plane 



























And of sugar he says in on yd early rationing days that “‘it is 
vital because sugar is imported ¢ y & extent, and is used in 
munitions. Sugar produced poo te aan alcohol is an ingredient of 
smokeless powder, among other war mat . Every time you 
forego frosting a cake you are filling a cartridge, one that ,may stop 
an enemy who is drawing a bead on some American boy.”’ 


THE PENN MUTUAL 
LIFE: INSURANCE COMPANY 


WILLIAM-H, KINGSLEY JOHN A. STEVENSON 
Chairman of the Board President 







































INDEPENDENCE SQUARE, PHILADELPHIA 
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In Cleveland 
THE HOLLENDEN 
In Columbus In Lancaster, O. 
THE NEIL HOUSE THE LANCASTER 
Inu Akron In Coming, N. Y. 
THE MAYFLOWER THE BARON STEUBEN 
The Hotels that Check with Every Travel Standard 
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Favorably Examined Yrs. Prem 
1) Yrs. Divs 
19 Yrs Net 
The National Life and Accident Insurance Company, av, Net Pyt 
Nashville, has been examined by the states of Ten: esse, oven. V 
Arkansas, California, Maryland, Michigan and Mississippj 1) Yr, Cost 
as of December 31, 1941. The examination was favorable iv, Cost - 
and closely verified the statement previously filed by the 
company, the examiners finding epidemic reserves, invest- 
ment fluctuation fund and capital as reported by the com- 
pany, and a surplus of $5,868,748 as against a figure of Yrs, Pret 
$5,993,019 previously reported by the company. Total ad- 90 Yrs. Divs 
mitted assets were found at $95,615,878. } V0 
\w. Ne 
Yr C, \ 
0 Yr. Cost 
Ay. Cost 
NATIONAL PROGRESSIVE 
Reinsured in Guardian National re 
‘rem. 
The National Progressive Life Insurance Company, oa 
Omaha, Nebraska, a small legal reserve mutual life insur- 
ance company, was declared insolvent and placed in the 
hands of the Director of Insurance of the state of Nebraska, 
Hon. C. C. Fraizer, on February 3, 1942. The Insurance 
Department has acted as Conservator for the company since 
that time under order of the District Court of Lancaster 
County, Nebraska. The Insurance Department invited all 
Nebraska life insurance companies and a number of outside 
companies to make proposals for reinsurance but the only Yrs, Ps 
proposal received was from the Guardian National Life Yrs. Di 
Insurance Company of Lincoln, Nebraska, a relatively small whee 
mutual legal reserve life insurance company, which began ; 
business in 1931. Yr. C 
Judge John L. Polk, of the District Court of Lancaster pi. ey 
County, had under advisement the Guardian's proposal and 
on June 29th entered an order approving the reinsurance 
agreement offered. The Court retains jurisdiction as does 
the Insurance Department and will supervise the general a 
handling of the business, although the Guardian National i 
Life will assume the operation of the business under its ) Yrs. N 
reinsurance contract with 100% liens against the policy Av. Net | 
reserves of the National Progressive. Most of the policy ” Yr. C 
contracts of the National Progressive are reinsured as to 20 Yr. ( 
the excess over $500 per policy. Av. Cost 
Age 
NORTH AMERICAN (Canada) Prem 
New Dividend Schedule 
Following are illustrations of the net costs according to 
the new dividend schedule (effective July Ist) of the North 
American Life Assurance Company, Toronto. Additional 
minor adjustments now made complete the change com- 
menced two years ago through a distribution formula based 
on 4% interest as compared with the former rate of 414%. 
The general effect is to produce a reduction in dividends 1 fb 
averaging approximately 2% over a period of 20 years in Yrs.|N 
the case of the more popular plans; other percentages are Av. Ne 
applicable for different forms, etc. 10 (Cc 
Yr. 
Net Cost Exhibits Av. Ce 


Premium Less Dividends 
Life Preferred—Participating 


Age 20 23 30 35 40 45 50 1, {i 

Prem. $14.70 $16.68 $19.20 $22.50 $26.90 $32.70 $40.38 $50.58 oat 

Year 1 13.79 15.74 18.21 21.47 25.78 31.49 39.04 49.08 Ay. N 
2 13.59 15.51 17.96 21.17 25.44 31.08 38.56 48.52 oh 
3 13.37 15.26 17.67 20.84 25.06 30.63 38.04 0 0 (¢ 
4 13.13 15.00 17.35 20.48 24.63 30.14 37.46 47.23 Yr. 
5 12.87 14.69 17.02 20.09 24.18 29.60 36.85 46.50 he 
10 12.08 13.79 15.97 18.88 22.79 28.02 35. 05 44.50 we 
15 11.41 13.01 15.07 17.86 21.66 26.78 33.72 43.08 ‘ 
20 10.64 12.14 14.11 4 : 32.46 4 I 
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10 Year Summary 


1) Yrs. Prems. 147.00 166.80 192.00 225.00 269.00 327.00 403.80 
10 Yrs. Divs... 19.00 20.00 22.00 25.00 28.00 31.00 36.00 
10 Yrs. Net --- 128.00 146.80 170.00 200.00 241.00 296.00 367.80 
jy, Net Pyt. . 12.80 14.68 17.00 20.00 24.10 29.60 36.78 


10 ¥e. C. V--- - 92.00 116.00 144.00 172.00 204.00 234.00 
10 Yr. Cost... 54.80 54.00 56.00 69.00 92.00 133.80 
ty, Cost ..-- 60 5.48 5.40 5.60 6.90 9.20 13.38 


20 Year Summary 


Yrs. Prems. 
0 Yrs. Divs. . 52.00 58.00 65.00 72.00 81.00 92.00 104.00 
0 Yrs. Net 242.00 275.60 319.00 378.00 457.00 562.00 703.60 
w. Net Pyt.. 12.10 13.78 15.95 18.90 22.85 28.10 35.18 


yr. C. \ 216.00 258.00 304.00 350.00 398.00 446.00 490.00 


Yr. Cost... 26.00 17.60 15.00 28.00 59.00 116.00 213.60 
Av. Cost .... 1.30 ‘88 75 1.40 2.95 5.80 10.68 


Life Paid-Up at 85 


40 50 
$29.62 $35. $44.18 
28.11 34.05 41.96 
27.69 33.5 41.39 
27.25 33.03 40.75 
26.75 45 40.06 
26.21 
24.62 
23.32 
22.02 
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10 Year Summary 


Yrs. Prems. 165.40 186.60 213.60 249.20 296.20 353.60 441.80 
Yrs. Divs. . 20.00 22.00 26.00 30.00 35.00 41.00 49.00 
/ Yrs. Net. 145.40 164.60 187.60 219.20 261.20 317.60 392.80 
\v. Net Pyt.. 14.54 16.46 18.76 92 26.12 31.76 39.28 


( 206.00 
111.60 
11.16 


.00 92.00 118.00 00 174. 
40 72.60 69.60 5.20 87. 
34 7.26 6.96 .52 8. 


2 
3 
7 


20 Year Summary 


) Yrs. Prems. 330.80 373.20 427.20 498.40 592.40 
20 Yrs. Divs. . 58.00 66.00 75 00 86.00 99.00 134.00 
20 Yrs. Net... 272.80 307.20 352.20 412.40 493.40 .20 749.60 
Av. Net Pyt... 13.64 15.36 17.61 20.62 24.67 . 37.48 


20 Ys. C. V.. 2 258.00 304.00 352.00 402.00 .00 504.00 
20 Yr. Cost... 54. 49.20 48.20 60.40 91.40 20 245.60 
Av. Beet wie 4 2.46 2.41 3.02 4.57 75] 12.28 


20 Year Endt. 


45 55 25 35 

$43.78 $60.46 $45.66 $47.2 06 

S35 63 44.60 5.8 50. 
41.36 = § 44.01 45.2 51 
40.72 56. 43.34 5 76 
40.01 55.2: 42.60 A 7.91 
39.23 54.2 41.78 2. .98 
5 51.5 38.84 39.18 .00 
35.95 37. .20 
32.59 3. 7.79 
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10 Year Summary 

272.20 336.80 437.80 604.60 45660 472. 520.60 
28.00 .00 46.00 63.00 41.00 45.00 52.00 

-. 244.20 80 391.80 541.60 415.60 427.40 468.60 

Net Pyt. 24.42 08 39.18 54.16 41.56 42.74 46.86 


OIC. V... 190.00 244.09 300.00 342.00 398.00 398.00 398.00 
Yr.JCost .. 54.20 56.80 91.80 199.60 17.60 29.40 70.60 
Av. Cost... 5.42 5.68 9.18 19.96 1.76 2.94 7.06 


20 Year Summary 


544.40 3.60 8 
90.00 00 1 

454.40 562.60 7 
9979 13 


2.448 


75. 
39.00 178.00 142.00 150.00 165.00 
36. 
36.83 51.56 38.56 39.74 43.81 


505.80 


41.00 


464.80 


46.48 


266.00 


198.80 
19.88 


294.00 335.60 384.00 450.00 538.00 654.00 807.60 1011.60 


117.00 
894.60 
44.73 


532.00 
362.60 
18.13 


¢ 
$3 


55.28 
52.55 
31.86 
51.11 


50. 29 
49.40 
47.09 
45.45 
43.89 


552.80 
59.00 
493.80 
49.38 


883.60 1105.60 


158.00 
947.60 
47.38 


560:00 
387.60 
19.38 


55 
$64.16 
61.40 
60.60 
59.73 
58.76 
57.70 
54.66 
51.99 
48.44 


641.60 
65.00 
576.60 
57.66 


390.00 
186.60 
18.66 


60 1209.20 913.20 944.80 1041.20 1283.2 


192. 


60 1031.20 771.20 794.80 876.20 1091. 


54. 


494.00 606.00 720.00 816.00 1000.00 1000.00 1000.00 1000. 


*39.60 *43.40 16.60 215.20 *228.80 *205.20 *123.80 
“law. “say 83 10.76 *11.44 *10.26 *6.19 


ates Return over Cost. 
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THE MAN 
WE SEEK 


is sure of his place in 
Life Insurance. 


has the capacity for 
hard work and real 
accomplishments. 


is now ready for 
greater responsibili- 
ties, larger earnings. 


If this describes YOU, write 
us. We believe we have a 
real opportunity for you. 
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HOME OFFICE FIELD BUILDING 
CHICAGO ILLINOIS 


tists Failhsful as Ole Faitlfut” 


37 YEARS OF CONTINUOUS MANAGE- 
MENT—NO STOCKHOLDERS—JUST 
POLICYHOLDERS 


Over 200 Millions Of Insurance In Force 
Built Up By Successful General Agents Oper- 
ating Under A Liberal General Agency Sys- 
tem in 18 States East and West. 


Participating Low Net Cost Policies to Fit 
Every Life Insurance Need for Both Sexes 
from Birth to Old Age. 
































The Columbus Mutual 
Offers— 


First—Low Cost Insurance to Sell. 


Second—Liberal Commissions for Selling It. 
(An Unusual Combination) 


Third—Ideal Working Conditions. 


Vested Renewals — 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 


COLUMBUS MUTUAL LIFE 
COLUMBUS, OHIO 














THE 


MANUFACTURERS LIFE 
INSURANCE COMPANY 
HEAD OFFICE @ TORONTO, CANADA 
Established 1887 


* 


INSURANCE IN FORCE 


(Including Deferred Annuities) 


632 


MILLION DOLLARS 


ASSETS 
205 


MILLION DOLLARS 














NORTHWESTERN MUTUAL 
New Highs—Two Directors Added 


Total assets of The Northwestern Mutual Life 
Company, Milwaukee, hig reached a new high 
$1,500,000,000 as of June 30, while the increased sale of 
new policies and the teordred renewal of insurance in force 
brought the total amount in force to more than $4 ,100,000,- 
000 on more than 1,100,000 policies. 


Reporting on company operations, President M. } Cleary 
told the board of trustees in annual meeting at the Home 
Office here, “The results for the first six months of 1942, 
despite the disturbed conditions, are quite satisfactory. There 
have been no new defaults in our bond holdings, the book 

value of which now exceeds $1,000,000,000. More than 
$1,000,000 in interest was received on railroad bonds that 
were in default at the beginning of the year. This sum ex- 
ceeds by over $800,000 the similar item in the first half of 
1941. In excess of $82,000,000 were invested in bonds, in- 
cluding government securities, with an average life of 
approximately 20 years and an average yield of 3.33 per 
cent. The finance committee approved 249 farm sales from 
Jan. 1 to June 30. The total acreage exceeded 50,000 and 
the sale price exceeded the asset value by over $600,000, 
The ~~ number of farms owned decreased from 2,093 on 
Jan. 1, to 1,610 on June 30. The asset account of farms 
owned was reduced over $4,000,000 in this period. 


insurance 
i Nearly 


New Highs 


“Mortality for the first half of the year was 51.61 per cent 
of the expected, or a little more than one point below the 
same period a year ago. Suicides were the lowest, both in 
number of deaths and amount of insurance involved, of any 
similar period for a number of years. New life insurance 
placed and paid for in the first half of this year is 13.4 per 
cent above the corresponding period last year. This in- 
crease is due to the heavy volume in January and February, 
while the last four months have shown a decrease compared 
to the same months in 1941,” 

Sales during the first six months were 31,278 policies for 
$124,002,196, an average policy of $3,965. This is an in- 
crease of 1,982 policies and $14,671,977. over the same period 
last year. There were also $8,118,003 in revivals and addi- 
tions, and $1,764,560 in life annuities. As of June 30, total 
insurance in force was $4,104,517,011 on 1,106,723 policies, 
an increase of $119,903,833 and 29,282 policies since a year 
ago, and a gain of $59,842,148 and 14, 330 policies since Janv- 
ary 

Policyholders and beneficiaries received payments total- 
ing $62,876,648 during the first half of 1942, an average of 
nearly $2,500,000 disbursed every week. ‘Total disburse- 
ments amounted to $75,935,195, and included taxes, $2,887,- 
185; dividends to policyholders, $17,358,851, and payments 
of $22,878, 285 on 5,691 death claims. Income was $117,222,- 
588, principal items being premiums, $70,549,436, and inter- 
est and rents, $29,702,614. 

An increase of $41,653,011 since January 1 brought total 
assets to $1,481,542,835 as of June 30. The total is $84, 
911,751 higher than it was a year ago. Investments and 
other assets included bonds, $1,010,014,322 at book value; 
mortgage loans, $289,373,346; real estate, Home Office 
property and land contracts, $46,775,613, and policy loans, 
$117,554,428. Among the other items making up the total 
assets was $9,781,504 in cash. 


Wriston and Stratton, Directors 


Henry M. Wriston, Providence, R. L., president of Brown 
University, and Harold M. Stratton, Milwaukee, President 
of the Stratton Grain Co., were elected to the Board of 
Trustees of the Northwestern Mutual Life by the policy- 
holders at the annual election, ge 22nd. They fill the un- 
expired three-year terms of F. G. Echols, Hartford, Conn. 
who retired during the past a and the late Walter 
Davidson, Milwaukee. 
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Officers Re-Elected 


At the annual meeting of the Board of Trustees, Presi- 
gent M. J. Cleary and the following executive officers were 
re-elected: Frederick W. Walker, Howard D. Thomas and 
Edmund Fitzgerald, vice-presidents; Percy H. Evans, vice- 
president and actuary; Sam_T. Swansen, general counsel; 
G. L. Anderson, secretary; Grant L. Hill, director of agen- 
cies; Dr. D. E. W. Wenstrand, medical director, and 
Shepard E. Barry, comptroller. : 

Named to the Executive Committee to succeed them- 
selves were Mr. Cleary, Howard Greene, Louis Quarles, 
Max W. Babb, Charles Q. Chandler, Frank R. Bacon, F. J. 
Sensenbrenner, Walter Kasten and W. D. Van Dyke, Jr. 
Elected to the Finance Committee were Mitchell Mackie 
and Walter Kasten, and re-elected were Fred C. Best, 
Harold S. Falk and Messrs. Cleary, Van Dyke, Quarles and 
Bacon. 


NORTHWESTERN NATIONAL 
H. O. Promotions 


Several promotions in the home office staff of Northwest- 
ern National Life Insurance Company of Minneapolis are 
announced by ©. J. Arnold, president. George W. Wells, 
Ir. secretary, becomes vice president and claims manager. 
Arnold Hobbs, counsel, becomes counsel and secretary. 

W. H. Bowen continues as an assistant secretary and 
becomes chairman of the Office Methods Study committee. 
Irvin W. Kimmerle, statistical division supervisor, has been 
given additional responsibilities as assistant to the office 
manager. Maurice Henderson, assistant in the agency ac- 
counting department since 1937, is transferred to the office 
manager's department to assist in personnel work. 


OCCIDENTAL (N. C.) 


Examination Favorable 


The Occidental Life Insurance Company of Raleigh, 
N. C. was examined (Association) as of December 31, 1941 
by representatives of the states of North Carolina, New 
Mexico and Virginia. The examiners verified the income 
and disbursement accounts as filed by the company and 
published in Best’s Life Insurance Reports, but through 
various adjustments surplus was reduced from $187,643 
reported by the company to $186,757 after placing the 
$80,000 contingency reserve of the company in general 
surplus. The examiners stated that the records of the com- 
pany did not indicate any special purpose for setting up this 
$80,000 reserve and as a result they placed it in general 
surplus for the examination statement. 

In the Change in Surplus table prepared by the examin- 
ers are several items, the largest on the decrease side being 
$62,055, an item of book value of bonds over market value; 
$25,521 additional reserve set up by the examiners for dis- 
ability. On the increase side is an item under book value 
of stocks over market of $10,002, and the largest item 
$80,000, being the contingency reserve credited to surplus 
as previously mentioned. In explanation of the treatment 
concerning the disability reserve, the examiners indicated 
that the company had not made a valuation of active life 
disability recently but used an approximate method. The 
examiners made some test calculations and increased this 
reserve by $13,399 principally because of the inclusion of 
gross disability premiums in the due and deferred asset 
item. The examiners recommended that a valuation be 
made at an early date. Under disabled lives, the examiners 
calculated the reserves on all outstanding claims and in- 
creased the company’s figure from $114,081 by $12,121. 
These two increases on disability verify the figure previ- 
ously mentioned in the Change of Surplus table. 

(Continued on the next page) 
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| Sure Success 
| 


Life insurance is the average man’s 
one sure way of winning financial 
success. Through it he creates, in the 
twinkling of an eye, an estate which 
would require a lifetime to build in any 
other way. You, as a life underwriter, 
have an important obligation to society 
in showing men and women how to 
protect themselves and families with 
life insurance. 


INSURANCE COMPANY, BME. 




















WORKING WITH FEDERAL 


One of the joys of the medium size 
insurance company is the pleasure of 
working with the men in the field. 


And the field man works with and not 
for the company. He is not a more or 
less anonymous letter or number in 
a file, but a friend and associate 
with whom we enjoy frequent personal 
contacts. 
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eAmerica’s 
Distinctive 
Hotel 





HOST TO MORE INSURANCE CONVENTIONS 
THAN ANY OTHER HOTEi IN THE WORLD 


Chosen by 121 Insurance Organizations as their meet- 
ing place—many returning again and again... a 
true "Mecca" for the Insurance Fraternity . . . Where 
you'll always meet your friends and associates. 

* 


W. M. Dewey, President. P. J. Weber, Res. Manager. 


EDGEWATER BEACH HOTEL 


5300 Block Sheridan Road. CHICAGO. 





OCCIDENTAL (N. C.)—Continued 


A summary of the changes in the Bond and 
counts shows that the company has continued 
trading of bonds and stocks and that each y< 
past three there has been approximately a 100% 
in the account. For the year 1941 there was a net 
the sale of bonds of $42,210 and on stocks, $15,34. 
of $57,551. The item of $62,055 indicated in the « 
surplus was brought about by the examiners including as a 
non-admitted asset an amount equal to that item, which is 
the book value over market value for 24 issues not eligible 
for valuation according to the Commissioner's rules for 
valuation of securities. The examiners recommended that 
the company follow the instructions of the annual state. 
ment blank in preparing its schedules of securities and jn 
valuing its bonds and stocks. 
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OHIO NATIONAL 


Examination Favorable 


The Ohio National Life Insurance Company, Cincinnati, 
Ohio, was examined (Association) as of December 31, 194] 
by representatives of the Insurance Departments of Ohio, 
lowa, Texas and Nebraska. The statement prepared by 
the examiners verified the income and disbursement a 
counts as reported by the company and reviewed in Best's 
Life Insurance Reports, but assets in the company’s stat: 
ment were reduced to $58,058,146; unassigned funds (sur 
plus) was continued at $1,400,000 but through various 
adjustments the examiners changed the contingency reserve 
as shown by the company in the amount of $144,328 and 
this item is now reported at $668,123 instead of $812,452 
The company had been carrying this reserve as contingency 
against mortgage loans, real estate and for general con- 
tingencies. The examiners increased the portion of the 
fund for mortgage loans by considering as non-admitted 
mortgage loans of an additional $167,237, and for real estate 
not admitted, $96,635. The examiners’ contingency fund 
therefore is made up of a reserve for fluctuation of real 
estate of $330,000; reserve for mortgage loans, $300,000 and 
for other contingencies, $38,123. 

The examiners stated that the company’s practice of 
making exchanges of real estate has not produced favor- 
able results and assurance has been given them by the 
management that corrective measures will be taken. The 
company also agreed to liquidate during 1942 certain mort- 
gage loans classified as undesirable. No unusual items of 
importance were developed, and the report is favorable t 
the company. 


PHILADELPHIA 
New Term to 65 Policy 


The Philadelphia Life Insurance Company has just an- 
nounced a new non-participating Term to Age 65 policy 
with the following features: Convertible to age 65, cash 
values, paid-up values, term extension values; issued only 
to standard risks. The settlement options used in connec- 
tion with this policy provide a guaranteed income to the 
beneficiary for a definite period of time. Rates are quoted 
for income continuance for five years and ten years—the 
minimum amount of income continuance for five years is 
$50 per month and for ten years, $25 per month. 

At age 35 of issue the annual premium under the Income 
Continuance plan ‘$100 per month for 60 months) is $79.21 
and with waiver of premium, $84.58; for $100 per month 
for 120 months the regular premium is $149.23 and with 
waiver of premium, $159. 34. 

The regular Term insurance to age 65 rates, per $1,000, 
are as follows, at the indicated ages: Age 15, $9.95; 20, 
$10.59: 25, $11.39; 30, $12.39; 35, $14.02; 40, $16.52: 45, $19.83; 
50, $24.35; 55, $29.83. The policy is not issued beyond age 





55 for new risks. 
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PROVIDENT MUTUAL 


Reports Gains 


Ledger assets of the Provident Mutual Life Insurance 
Company, of Philadelphia, increased to $400,628,000 as of 
June 30, according to the Company’s semi-annual report 
recently released. This represents an increase of $10,- 
(38,000 in investments and cash on hand since the first 
of the year. Over six millions of United States Govern- 
ment Bonds have been purchased during this period. 

New paid insurance during the first half of the year 
amounted to $40,267,000, an increase of $4,564,000 over the 
corresponding 1941 figures. Insurance in force increased 
$14,960,000 during the first half of the year. Voluntary 
terminations (lapses and surrenders) decreased by $594,000. 


PRUDENTIAL 
Mutualization Not Far Off 


The petition of the Prudential Insurance Company of 
Newark for the granting of permission to acquire 536 shares 
of that company’s outstanding capital stock was heard 
July Ist by Chancellor Luther A. Campbell. Chancellor 
Campbell held the matter under advisement. 

The company presented several witnesses including 
Franklin D’Olier, president of the Prudential, who testified 
that purchase of the stock could be made out of the sur- 
plus of the company and without impairing the rights of 
its policyholders or impairing the financial security of the 
company. Dr. Eugene E. Agger, Commissioner of Banking 
and Insurance of the State of New Jersey, also appeared 
and expressed his approval of the proposed purchase, as 
did Deputy Commissioner of Banking and Insurance C. A. 
Gough and Alfred N. Guertin, Actuary of the Department. 
They were represented by David T. Wilentz, Attorney 
General of the State. 

John Milton, counsel appointed by the Chancery Court 
to represent the policyholders, also appeared and expressed 
his approval of the proposed transaction. 

For those of our readers with short memories, we are 
reviewing some of the details of the present plan for com- 
plete mutualization of the company. These were presented 
by us from time to time in previous issues of this publica- 
tion. On February 17, 1942 the Prudential announced that 
an agreement had been reached with the holders of its 
remaining outstanding stock (mainly the heirs of Leon 
and Milton E. Blanchard) for its acquisition by the com- 
pany. This remaining outstanding stock (536 shares out of 
a total of 40,000 shares) has been held by the Blanchard 
heirs, and the ownership goes back to the organization of 
the company. All the rest of the stock except directors’ 
qualifying shares is now held by trustees for the benefit 
of policyholders, having been acquired in 1915 and subse- 
quent years under a mutualization plan set up by a statute 
of the state of New Jersey. Under this plan the stock was 
valued at $455 per share in 1914 by appraisers appointed by 
the Chancellor of the state of New Jersey. 

The Prudential’s directors met February 16, 1942 to con- 
sider an offer from the remaining stockholders to sell their 
stock to the company at $1,500 per share. After hearing a 
report by a special committee of the board of directors, 
President D’Olier and Charles B. Bradley, General Counsel 
and other officers of the company, discussed the offer, and 
Josiah Stryker, special counsel of the company, reviewed 
the litigation then pending in Chancery, instituted by the 
Blanchard heirs, who were asking for a declaration of addi- 
tional dividends and who questioned the validity of the 
mutualization proceedings. The board of directors unani- 
mously approved the report of the committee and directed 
that the offer of $1,500 per share be accepted. Under an 
Act passed in 1940 by the New Jersey Legislature the pur- 
chase at a price greater than $455 per share could not be 
concluded until it has been approved by the Chancellor of 
the state. 

(Continued on the next page) 
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Liberal Agency Contracts 
Available to Texas Men Who Can 
Qualify to Represent the Amicable 

In Texas 


HELP IN FINDING PROSPECTS 


is included in our 


NEW GENERAL AGENCY PLAN 


Names of specific prospects are furnished. 


Many of these names are unknown to the agent until 
furnished to him. 


And these are good prospects! 


One of our leading agencies report they write one 
out of every three names furnished. 


One average producing agent reports the plan has 
led him to $45,000 new business. 


Another writes he closed $5,368 on one card of three 
names which is not an unusual occurrence. 


Information on our General Agency 
Plan may be obtained by writing 


RANDALL G. YEAGER 
Superintendent of Agencies 


THE 


LAFAYETTE LIFE 


INSURANCE COMPANY 
Lafayette Life Building 
LAFAYETTE, INDIANA 





Friendly Is as Friendly Does 


In modestly boasting of the friendly repu- 
tation which it has built with policyholders 
and agents alike in its sixty-four years of 
contacts with them, the Fidelity is grateful 
for the supporting evidences of its claim 
which are constantly coming in. 


The word “friendly” is associated with a 
number of other adjectives which illustrate 
this relationship with policyholders and 
agents. We speak of a ‘cordial’ greeting, 
a “favorable” reception, a “neighborly” call, 
a “kind” interest, a “hearty’’ welcome. These 
attitudes bespeak a “friendly” regard. 


Out of such attitudes has grown Fidelity!s 
reputation as a friendly Company. 


va 





PHILADELPHIA 


WALTER LEMAR TALBOT. President 
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PRUDENTIAL—Continued 


There seems to be no reason why the presen 







ar 
ment should not be completed and the company neds 
tirely mutual. This will end a long standing c¢ troversy 
punctuated by litigation between the members of the Blan- 
chard family and the Prudential. The company has been 





operating for many years under a rather hybrid 






Status, 
While it was purely mutual in operation there ere still 
these relatively few shares of stock outstanding which pre- 
vented the company from in fact becoming strict], mutual 





T. G. Walker a Director 


Honorable Luther A. Campbell, Chancellor of the State 
of New Jersey, has just appointed Thomas Glynn Walker 
as a Policyholders’ Director of the Prudential Insurance 
Company of Newark to fill the unexpired term of the late 
Dr. Edward J. Ill. Dr. Ill served as a Director for Policy- 
holders on the Prudential Board for thirty-five years, He 
Was re- ~appointed for a term of three years in August, 1940, 

Mr. Walker is General Counsel of the New Jersey Bell 
Telephone Company and prior to entering their 
was Judge of the United States District Court. 4 
resident of Arlington, N. J., residing at 105 Pleasant Place. 
There are three Policyholders’ Directors, the others being 
the Honorable A. Harry Moore, former Governor of the 
State of New Jersey, and Dr. Charles P. Messick, Secretary 
of the State Civil Service Commission. The thre« Policy- 
holders’ Directors are appointed by the Chancellor accord- 
ing to law, and in all respects perform the same duties as 
the other Directors of the Company. 
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RURAL 


Correction Notice 


On page 886 of BEST’S LIFE INSURANCE REPORTS 
(1942) appears an error as follows in the review on Rural 
Life Insurance Company, Dallas, Texas: 

The two bottom lines under “Growth of the Company” 
should have had a separate heading, as they do not apply 
to assets, net reserves, capital and surplus, insurance written 


or insurance in force. The heading should have been “Cash 
Premium Income” (New) for the first line sub-headings 
“Life—Disability—Double Indemnity — Annuities — Total” 


reading from left to right for the five columns. 
line should have had a heading ‘ 
with the same sub-headings. 
make these changes. 


The second 
‘Renewal Premium Income” 
Subscribers are asked to please 


SECURITY MUTUAL (N. Y.) 
Adopts “Broad Form" War Clause 


The Security Mutual Life Insurance Company of Bing- 
hamton has changed the military, naval, aviation and travel 
provisions attached to its policies so that, if death results 
while the insured is in the military or naval forces of any 
country at war and while the insured is inside the 48 states, 
the District of Columbia, or the Dominion of Canada, such 
a death will not be excluded from full coverage under the 
policy. 

The provision regarding the return of premiums in eyent 
of death outside such states, district and dominion is also 
changed to provide that the liability of the Company is 
limited to a single sum equal to the greater of (a) the re- 
serve on the face amount of the policy together with the 
reserve for any paid-up additions thereto and any dividends 
standing to the credit of the policy less any indebtedness, 
or (b) the amount of gross premiums charged on the policy 
less dividends paid in cash or used in the payments of 
premiums thereon with interest at the rate of 3% com- 
pounded annually and less any indebtedness to the com- 
pany. 
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There is to be no change in the provision excluding cover- 
age if death occurs as a result of service, travel or flight 
in any kind of aircraft. 5 

The changes made are retroactive to affect all contracts 
now in force, Carrying a war clause. 


Hospital Expense Policy Liberalized 


Liberalization of its Hospital Expense policy is reported 
by the Security Mutual Life Insurance Company. 

“Daily hosnital benefits will hereafter be allowed at the 
rate purchased, instead of being limited to the expense 
actually incurred; and the policy is made incontestable as 
to the time of origin of sickness causing loss, beginning 
after two years from the contract’s effective date. In addi- 
tion, fixed limits of $10 for operating room charges and 
$10 for x-ray examinations have been shelved in favor of 
an aggregate $20 limit for operating room, x-ray, anesthesia, 
laboratory and ambulance service, this liberalization, how- 
ever, not to apply to cases of pregnancy, childbirth or mis- 
carriage. 

Women may now purchase as much hospitalization in- 
demnity as their husbands, the maximum now being $5 per 
day as opposed to a former limit, for women, of $4 per day. 
For the wife to obtain the $5 coverage, the husband must 
carry a Hospitalization policy calling for the same indem- 
nity. 

In instances in which the husband does not carry $5 a 
day Hospitalization coverage, the wife may purchase up 
to $4 a day indemnity, including maternity benefits, pro- 
vided that the husband owns any form of Security Mutual 
Accident & Health contract on which the premium equals 
or exceeds the premium paid by the wife. 


SOUTHEASTERN 
New Company 


The Southeastern Life Insurance Company of Greenville, 
S.C. (P. O. Box 660), was incorporated May 18, 1942, and 
licensed May 19, 1942 as a stock legal reserve life insurance 
company. The paid-in capital is reported at $100,000 and 
the paid-in surplus at $100,000. 

The company is entirely owned and controlled by the 
Liberty Life Insurance Company, Greenville; officers and 
directors are the same as Liberty Life. 


SOUTHERN LIFE & HEALTH 


Report Favorable 


The Southern Life & Health Insurance Company, Birm- 
ingham, Alabama was examined (Association) as of De- 
cember 31, 1941, the review being participated in by 
examiners representing the states of Alabama, Mississippi 
and Texas. The report of the examiners was favorable to 
the company, verifying the Income and Disbursement ac- 
counts as reported in Best's Life Insurance Reports. 
Through minor adjustments, however, assets were reduced 
to $2,505,638 and surplus from $290,000 to $281,709; the 
special reserve for contingencies set up by the company 
in the amount of $59,832 was continued by the examiners 
at the same amount. 

No unusual items were reported by the examiners al- 
though they did recommend that in view of the practice 
of many companies of strengthening policy reserves, the 
Board of Directors consider putting into effect economies 
which would enable it to set up additional reserves on its 
outstanding 4% business and to make provision for ade- 
quate contingencies. In commenting on the investment in 
the home office building ($253,721) the examiners also re- 
commended that the management give consideration to in- 
creasing the depreciation charge so that the building will 
earn at least 314% to 4%, which is the amount required to 
Maintain reserves on its outstanding policies; the average 
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rate of return on the home office building for the past four 
years has been 2.46%. Since 1936 the company has de- 
preciated the building at the rate of 14% and the ex- 
aminers have been advised by the company officials that 
beginning as of last year end the depreciation charge will 
be increased to 2% per annum. 

The examiners noted that not a single issue of bonds 
owned by the company is in default as to principal or in- 
terest. The entire portfolio is carried at amortized or in- 
vestment value in the amount of $1,014,398, while the market 
value is $1,115,325. All compromised or resisted claims for 
the year 1941 were inspected in this examination and it 
appears that the claims are settled in accordance with the 
provisions of the policy contract. 


STATE MUTUAL 


New Compensation-Retirement Plan 


A new contract for agents and General Agents which 

provides adequate commissions both before and after re- 
tirement and at the same time leaves the present com- 
pensation plan essentially unchanged, is now being an- 
nounced to its field force by the State Mutual Life Assur- 
ance Company, Worcester, Mass. The effective dates of 
the new contracts will be July 1. 
. The Company has gone beyond current retirement plans 
by adapting its contributory annuity program also to its 
General Agents, basing it both on the persistency of busi- 
ness personally produced and on that produced by the 
agency as a whole. 

Richard C. Guest, Company Actuary, one of the two actu- 
aries named on the original Committee on Agents’ Com- 
pensation of the Life Insurance Sales Research Bureau, 

(Continued on the next page) 
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STATE MUTUAL—Continued 


and who has served continuously on that Committee, de- 
veloped the novel features of the State Mutual plan from 
his familiarity with the problems of compensation and the 
solutions adopted by other companies which have so far 
announced their own plans. eee 

In describing the combined «<ompensation-retirement 
program to Directors of the State : ‘Mutual, Mr. Guest out- 
lined the premises on which it js built. He said in part: 

“We endorse the views exptessed by-the National Asso- 
ciation of Life Underwriters, ‘that revised compensation to 
Agents should include compengation for services rendered 
beyond the renewal period, a better balance between busi- 
ness with good and bad persistency, and provision for old 
age income. To these three requirenients we add a fourth, 
namely, that the new plan should disturb as little as possi- 
ble the commission plan now in operation, which has played 
such an important part in the healthy development of our 
business i in this country. 

“Since it is not to be expected that a Company with the 
State Mutual’s excellent persistency rate can show much 
improvement in persistency by revision of the commission 
plan, and since we still wish to use the traditional commis- 
sion scale, we have given considerable weight to persistency 
in our treatment of the other features of the combined com- 
pensation plan. The extra commission paid during the 
active career of the Agent is in the nature of a service fee, 
and depends in amount upon the Agent’s persistency rate. 
Moreover, it has been made possible to give to good Agents 
an extremely liberal plan of preparing for old age by basing 
this part of the plan entirely upon renewal business, which 
again reflects very strongly good or bad persistency. 

“By basing all additional compensation upon amounts of 
insurance, we have accomplished two things: We are pay- 
ing the Agent the same extra amount for servicing life 
and term business as for endowment business and, by the 
use of automatic machinery, we are avoiding large over- 
head costs which would eat into the General Agent’s earn- 
ings as well as increase the cost of insurance to policy- 
holders.” 


Under the new Compensation arrangement, which 
described in a booklet entitled “Your Future Wi\}) The 
State Mutual,” there are four separate sources of 

The Commission schedule in the present contrac 
for modifications which increase commission inc: 
term and family maintenance policies, has been ke; 
tially intact. The new plan is for a permanent orga 
which will not be affected by the vesting of three 
Nine renewals will continue to permanent agents, w 
the moderate production requirements for continuation 
under the plan. The only penalty is a reduction of two 
renewals for policies under $1,500. State Mutual’s average 
paid for case is $4,164 for the first five months of this year, 

A service commission, earned by the agent for policy- 
holder service beyond the standard renewal period, will be 
allowed on all business written and paid for under the new 
contract, after the standard renewal income has stopped. 
These commissions, called Active Persistency Credits, last 
until the agent retires under the plan, and are fixed each 
year at a rate determined by the persistency which has 
characterized business written under the contract and in 
force in the standard renewal period. Business in force 
beyond the standard renewal period is then multiplied by 
this rate to get the monthly income for each 
calendar year before retirement. 

During this active sales period the agent contributes at 
the rate of 15 cents per thousand dollars of business in the 
standard renewal period. The amount to be contributed 
each year is determined by an accounting of the renewal 
business made during the preceding year. The State Mutual 
will match such contributions, and the total contribution 
will be used each year to purchase a monthly life income 
which begins at age 65. The agent may also choose one 
of two joint annuity options instead of income only to 
himself. 

Supplementing this annuity income at retirement, the 
Company will allow a Deferred Persistency Credit, based 
on business remaining in force beyond the standard re- 
newal period. This deferred monthly credit begins when 
the active service commissions cease, and is paid during 
the agent's lifetime. 
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WE'RE IN GOOD COMPANY 


So popular, so practical is Minnesota Mutual's Payroll Deduction Plan, that Uncle Sam now 
employs payroll deductions for selling War Bonds. 


All workers, including the ever-mounting numbers of men and women in war industries, are 
therefore doubly receptive of this convenient means of purchasing family life insurance at 
low monthly rates. Remember, Minnesota Mutual's automatic Payroll Deduction Plan requires 
practically no work or expense on the part of the employer. In the light of present needs and 
circumstances it is an indispensable part of today’s sales equipment. 


A Quarter Billion Dollar Mutual Company, 62 years 
old, with an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 


May we send you the 
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EQUITABLE LIFE OF I0W 


HOME “OFFICE e BES MOINES 


The State Mutual, in introducing this plan.to its agents, 
points out that a consistent average producer, with per- 
sistency equal to the Company's high average, will add 
substantially to his income during his active years, and that 
his production now will take care of him during his retire- 
ment. Full renewals are vested on retirement, which will 
increase retirement income substantially. The agent may, 
if he wishes, produce business after retirement and receive 
full commissions. 

Agents who are now operating under old contracts are 
given a choice between the old and the new, but their de- 
cisions will be irrevocable. All agents inducted in the fu- 
ture will take the new contract. 

General Agents will also participate in the plan. Their 
personal production credits and contributions will be on 
the same terms as apply to sub-agents. Contributions on 
business produced by the agency are in the proportion of 
one to five as compared with the sub-agents’ contributions. 
It is pointed out that these contributions, which the Com- 
pany also matches, will give the General Agent an income 
at age 65 commensurate with the volume and persistency 
of his personal business and his agency business as well. 


SUN LIFE (Canada) 


Revises Disability Clause 


We were informed the middle of June that the Sun Life 
ot Montreal had revised its disability clause for the United 
Stutes Division. The revision applies only to those portions 
of the clause affected by the war, and we quote following 
the new provisions in these two paragraphs. In other re- 
spccts the clause remains as before. 


UGUST 1, 1942 





When Benefit Does Not Apply 


The disability benefit provided herein shall not apply if 
total disability shall have resulted (1) from intentionally 
self-inflicted injuries; (2) directly or indirectly from travel 
or flight undertaken in any species of aircraft except as a 
fare-paying passenger in a licensed passenger aircraft pro- 
vided by an incorporated passenger carrier and operated by 
a licensed pilot on a scheduled passenger air route between 
definitely established airports; or (3) from war, whether 
war be declared or not, or any act incident thereto. 


Discontinuance of Premium and Benefit 


This provision and the benefit contained herein will ter- 
minate and the additional premium therefor will cease to 
be payable when and if:— 

(1) This policy, accompanied by a written request, is de- 
livered to the Company for endorsement to that effect; or 

(2) This policy is surrendered for cash or converted into 
paid-up assurance under the Paid-up Assurance provision; 
or 

(3) This policy is continued in force as extended term 
assurance; or 

(4) The assured engages in service in the military, naval 
or air forces of any country at war, whether war be declared 
or not; or 

(5) The age of the assured at nearest birthday on an 


“anniversary of the policy is sixty years. 


If for any reason a premium or premiums be paid for the 
Totai and Permanent Disability Benefit after this provision 
shall have terminated as above, the receipt by the Company 
of any such premium or premiums shall not continue the 
benefit in force but any premium or premiums so paid to 
the Company shall be refunded and the Company shall be 
under no liability in respect of this provision by reason of 
the receipt of any such premium. 
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TRAVELERS 
Pays 300th Consecutive Dividend 


The 300th consecutive dividend was paid to stockholders 
July lst by The Travelers Insurance Company of Hartford. 
The dividend, a quarterly one, amounted to $4.00 per share. 
The Travelers was organized in 1864 and began paying 
dividends two years later—1866. At first the dividends were 
on an annual basis, then semi-annual, but over the greater 
part of the period they have been on a quarterly basis. 


UNION LABOR 
Goes on 3% Basis; Other Changes 


A summary of the changes in the July 1942 revision of the 
rate book and new policies of the Union Labor Life of New 
York follows: 

1. The interest rate assumed in the computation of pre- 
miums and surrender values has been reduced from 314% 
to 3%. For dividends left on deposit and for settlement 
options, the interest rate assumed has been reduced from 
3% to 2UY%. 

2. Thus, there has been a general increase in the premium 
rates especially on high premium policies having large in- 
vestment elements. 

3. Non-forfeiture values are now guaranteed from the end 
of the second year instead of the third year. 

4. A surrender charge has been deducted from the re- 








serves up to the end of the ninth policy year in determining 
non-forfeiture values. This surrender charge is $8.00 per 
thousand at the end of the second year and reduces 
$1.00 per thousand at the end of the ninth year. 

5. Dividends to new policyholders will be paid at the end 
of the second policy year instead of at the end of the third 
year. 

6. Policy Plans:— 


to 


a. Introduces three new policy plans for adults 
Double Protection to Age 65, Life Paid-Up at Age 65 
and 30-Payment Life. 

b. New Juvenile policies consist of the Endowment 
at Age 65, 20-Pay Endowment at Age 65, and 20-Year 
Endowment. Two sets of premium rates and guaranteed 
values are used for Juvenile Policies, one applying to 
residents of New York State and the other to residents 
outside of New York State. 

c. Re-introduces the Insurance with Annuity plan. 

d. Discontinues the 10-Payment Life, the 10-Year 
Endowment, and the 15-Year Endowment plans. 

e. Discontinues the Monthly Income Disability Rider. 


7. On the Modified Life, Term and Family Income plans, 
the minimum amount of insurance has been reduced from 
$2,500 to $2,000. 

8. On the Family Income Rider, the extra premium is a 
flat extra for the duration of the Rider and does not reduce 
after five years. 

9. A fourth settlement option has been added to provide 
for the payment of the proceeds in a fixed amount per 
month for as many months as the proceeds will permit 
Settlement options are now available as a cash surrender 
value after the policy has been in force 20 years. 
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